Sizing Systems: 


1. Hot water 
2. LPG piping 
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... and consider WARREN 


We urge you to make a thorough analysis 
of ALL the factors which make a contract 
with Warren the most advantageous one 


for YOU. 


You can get the details from 





our nearest sales office. 
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LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 


ae 
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fuel tanks for 


How many of these LP-Gas 
Cylinders do you use? 


Shown here is a representative selection of Hackney LP-Gas Cylinders 
chosen from the much larger complete Hackney line. 

Each cylinder represents a profitable service opportunity for LP-Gas 
dealers. In fact, many dealers may have as many as 112 different 
markets for LP-Gas right in their own marketing area! 


Hackney’s full line helps get new business 


The chances are you can get more business, too, regardless of the type 
of cylinder required, because Hackney has the cylinders for you—one 
to 420 pounds. Many are available immediately from stock. All are 
lightweight, two-piece cylinders, made the Hackney way—deep drawn 
from cold metal for uniform wall thickness, strength without excess 
weight. 

For a list of uses for LP-Gas in the home, on the farm, in industry and 
commerce, write at once to: 


Pressed Steel Tank Company 
Manufacturer of Hackney Products 


1487 South 66th Street, Milwaukee 14, Wis. 


Branch offices in principal cities 
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systems trucks and tractors ~* lift truck tanks tank trucks transports bulk storage tanks 





is gas loss a problem? 
do you sell all you buy? 








vapor 


metering 
will improve your 
profit picture 


Vapor metering will uncover and cut those 
mysterious losses to a small percentage by 
providing a final, positive record against which 
to check the gas you sold against the gas 
you purchased. 
Too, vapor metering will provide you with 
better inventory control, planned truck rout- The Vapor Meters You Need! 


ing, systematic billing, expanded capacity and Rockwell vapor meters are compact, economical, convenient. 


more efficient operations. They have a strong, safe outer case of rust-proof aluminum, 
ee . Mounting brackets are supplied to simplify installation. They 
Get full facts by writing for bulletin ADV-41, ore small in size but big in copacty—vp to 240,000 bte's 


Rockwell Manufacturing Co., Pittsburgh 8, Pa, per hour. 


LP-GAS VAPOR METERS 


another fine product by © 
ROCKWELL 
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MY to Pletion... 


is your best package of 


THRU THE Hace 





From the superb new Sealed-Vent, the beautiful 
Regency, and the smart new Crest series to the 
smallest new star, the ‘‘Clip-on’’ wall heater, Dear- 
born is the standard of quality among gas area 
heaters. With improvements and new products being 


PROFIT 


The NEW Dearborn QEAEC-Vent 


This amazing new Dear- 

born Sealed Vent thru. WALL HEATER 

the-wall gas area heater introduces a new dimension in 
beauty and safety! Extremely simple installation. 
Expertly and tastefully designed by the makers of the 
outstanding Dearborn Regency, it will please the 
eye—provide safety and comfort for any customer. It 
is an outstanding example of Dearborn design and 
engineering bringing you even more quality-in-action. 


introduced as part of Dearborn’s Quality-In-Action 
1959 program, every Dearborn dealer is assured of 
greater profit. More than ever, in 1959, you’ll be 
glad you’re selling Dearborn! 


® 
“Weorborn See eee 


Regional offices: Dallas, Chicago, Los 


Angeles, San Francisco, and Atlanta 


HOBO SATELLITE SEALED- _ 
CHEF PORTABLE COOLER HEATER 


CLIP-ON AIR UNVENTED VENTED WALL 
HEATER COOLER HEATER HEATER HEATER 
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INCREASE FILLING RATE 
SAVE MONEY 


DELIVER GREATER GALLONAGE 
PER MANHOUR € 
Fast filling with low pressure drop. 


Seals gas-tight under all operating 
conditions. 


Maximum free area and smooth 
contour for high sustained flow. 


LETS YOU WITHDRAW LIQUID CONTENT 
OF TANK AT MINIMUM COST 


An entirely new locked type excess flow check valve. 


No additional fittings needed other than pipe plug. 


», Plug can be removed—hand valve connected for 
liquid withdrawal—even with liquid in container. 


TYPE 
E100 


KEEP VAPOR EQUALIZING RATE UP TO PAR 


WITH LIQUID FILLING CAPACITY 
VAPOR SERVICE 


Built to withstand severest service. " oma LINE SHUT-OFF 
, VALVE 


Upper portion can be removed with 
tank under pressure. Packless type construc- 
; tion for trouble-free 


Seals gas-tight under all operating service. 


conditions. > Positive opening and 
- closing. 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT’S CONTROLLED BY... 





The Biddle Company 
Bloomington, Illinois 
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when you want fittings fast! 
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SAFETY RELIEF VALVE 


Protects against excessive pressure on 
container. 


Set and sealed at the factory. 


FIXED LIQUID LEVEL GAUGE 


Determines maximum filling capacity of 
container. 


Has instruction dial that indicates when 
to “Stop Filling.” 


e Finest Quality — 
® Dependable Delivery 


Guaranteed Performance 


Your Fisher representative is always on the job 
when you want fast service on LP-Gas equip- 
ment. Leading LPG operators from coast to 
coast in every section of the country have 


found that they are far ahead by specifying 
Fisher. Remember, there’s a Fisher representa- 


tive near you. Depend on Fisher to give you 
top quality, fast service with a complete line 


of LPG fittings. 


Fisher controls available thru qualified 
representatives everywhere 


DOMESTIC 


“Odell Sass & Co. 
680 Roswell Road, N. W. 


ve 
"is | oe bs 
40 Ogden Avenue - 
Dallas 2, Texas — 
ete me 
13 Sout 
Kansas City 


Fisher ae hoenreey Co. 
4057 eesti 


Akard St. 


Les foodies %. 
1745 uae coeur stern a 


“Squib Taylor, Inc. 
2545 Summer Avenue 


%. 


Minneapolis, Minnesota 
Jack M. Clark 
6326 Thomas Ave., South 


Pittsburgh 33, 
John Adams 
1500 N. Avenue, West 
Connecticut 
“Fisher-Gov ‘Governor Co. 


oagiand) 
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Inc. 
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MerSeves Ponvotoum Cann 
1648 Main Street o 


“Eestbsics 


) “Thane Vee a 


FISHER GOVERNOR COMPANY 


SINCE 1880 


Marshalltown, 
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7 BIGGER 
%$ PAYLOAD 


DELIVERY UNITS | 


2500 WG Units Now Weigh Under 23,000 Ibs. Loaded! 


STANDARD TWIN * PAYLOAD SPECIAL * CUSTOM TWIN ° DE LUXE TWIN 


Nor-Tex presents the newest development in sleek, LIGHT- 
WEIGHT, stream-lined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST with ALUMINUM SKIRTING 
and CABINETS and engineering designs which have re- 
duced over-all weight. 3000 WG units and over are also 
available for use on cab over or cab forward trucks and 
are still within the 18,000-Ib. axle limit. 


Nor-Tex Custom units haul “‘extra’’ gallons each trip! You 
deliver ‘extra’ gallons faster with Nor-Tex custom designed 
high flow plumbing. You take fewer hours and travel less 
miles to deliver a gallon of gas. For day in, day out 
efficiency, durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor-Tex delivery 
equipment can't be beat! 


Ideal In States Imposing Ton Mile Tax 


TRANSPORTS 


You can now haul MORE GAS and LESS STEEL than ever before with skillfully engineered, smart looking, 
streamlined Nor-Tex transports of T-1 and A-202 steel. These easy-to-maneuver, road-tested units are 
hauling more gas and substantially boosting profits for users everywhere. Nor-Tex transports are safe and 


dependable . . 


. built by men with years of bulk plant experience. May we help you? Phone, wire or write 


today! Interested attention, experienced assistance and helpful suggestions are yours for the asking. 





We Are Truck Distributors 


As authorized new truck distributors Nor-Tex 
can save you hundreds of dollars on Interna- 
tionals ... Chevrolets... Fords and GMC's. 
Order any unit you need. You can't beat a Nor- 
Tex deal for all around value. 

















PRODUCTS 
_ COMPANY 


NORTH 
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eZ: ROCKET 


Boosting LP Gas Sales Everywhere 


New 1000 and 2000 WG Nor-Tex ‘‘Rockets"’ (stra- 
tegically placed for best distribution) will substan- 
tially boost year ‘round sales and quotas for bulk 
plants everywhere. Makes an excellent attention 
compelling ad to attract LPG customers. Large, en- 
closed cabinet at base, with convenient arrange- 
ment of fittings, is flexible to any type of installa- 





tion. Complete self-contained unit (pump-valves- 
meter-strainer-hose) occupies only 72” diameter. 


Completely Flexible 


Nor-Tex Rocket Service Stations can be used as 
storage with any type or make of dispenser... 
installed on base of rocket or on an island. 


* 


EXTRA STRENGTH 
Custom Made Hood 


Multi-Valve 
———-r Internal Relief Valve 
Rego Regulators On All STAR Systems 


HITCH YOUR PROFITS TO A STAR 


* Can't be beat for Quality . . . Features . . . Design or Price. 
* Nor-Tex construction exceeds all safety requirements 
* Thoroughly buffed and cleaned for finest appearance. 
%* The Nor-Tex STAR is completely fitted and ready for use. 
%* Bottom outlets are standard on all above ground tanks. 
* Immediate delivery on one Nor-Tex STAR or a truckload. 
2% - 10 days, on 
truckload lots de- 
livered in our trade 


Grea or ask about 
our finance plan. 
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On time on FIRESTUNES ! 


They cut costs on LP-Gas deliveries 


Whether you operate one truck or twenty trucks, count on Firestone 
Rubber-X, the longest wearing rubber ever used in Firestone truck tires. 
It’s yours with every Firestone, for extra trouble-free deliveries and lower 
truck tire costs. 


And along with new long-wearing tire rubber, all Firestones bring you 
Firestone S/F (Shock-Fortified) cord for still more stamina and depend- 
ability. No wonder more and more truck owners like yourself find it good 
business, always, to buy Firestones when replacing old tires—and to TRANSPORT* SUPER ALL TRACTION* 
specify Firestones on all new trucks. Ask about them today at your nearby 
Firestone Dealer or Store—your headquarters for fast, reliable service! 


_ 


*FIRESTONE T.M. 
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ca 


LOOK FOR NEW LOW COSTS PER MILE WITH LONG-WEARING FIRESTONE TRUCK TIRES restone 
Enjoy the Voice of Firestone every Monday evening on ABC television 
Copyright 1959, The Firestone Tire & Rubber Company BETTER RUBBER FROM START TO FINISH 


10 BUTANE-PROPANE News 





By NEIL REGEIMBAL 
Washington Editor 


Congress supports TVA’s bid to expand empire 


The Tennessee Valley Authority is getting lots of 
support in Congress for its bid to break away from 
tight taxpayer control and further expand its gov- 
ernment-supported power empire. 

There are scores of sponsors of legislation which 
would for the first time authorize the TVA to issue 
its own revenue bonds to pay for expansion. 

Under this proposal, the TVA would be permitted 
to issue bonds up to $750 million to raise money for 
new expansion. Once the legislation was passed, the 
TVA would become for all practical purposes a self- 
sustaining power producer without taxes or other 
normal business expenses, and unhampered by nor- 
mal congressional control. 

This legislation is backed by about everyone with 
the exception of competing electric and fuel indus- 
tries. The President has urged its passage. 


Restrictive buying terms under consideration 


Congress once again is considering giving the gov- 
ernment power to impose controls over consumer 
credit and charge accounts. 

Pending plans would authorize the Federal Re- 
serve Board to revive its Regulation W, which re- 
quires the buying public to meet strict down-pay- 
ment requirements and to pay off their balances 
within short periods of time. 

Such a move would have the effect of greatly re- 
stricting the sale of all consumer goods. Restrictive 
terms on buying, if put into play today, would un- 
doubtedly take hundreds of thousands of consumers 
out of the market for many items. 

President Eisenhower does not favor wage, price 
and credit controls as an economic weapon. But he 
warns that if the country doesn’t restrain the wage- 
price spiral voluntarily, “something will have to be 
done.” The buying public, he says, will demand it. 


Pre-merger requirement will probably pass 

Tougher antitrust laws will probably be passed 
by Congress this year. A host of measures designed 
to give the government more power over mergers 
and to more rigidly control business pricing is pend- 
ing before the lawmakers. 

One of the first such measures likely to pass is 
so-called pre-merger notification legislation. This 
measure, already approved by a Senate anti-trust 
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subcommittee, would require firms planning to merge 
to give the government 60-days advance notice. 
The pre-merger requirement would apply where 
the combined assets of the merging firms top $10 
million. The measure would not permit the govern- 
ment to block the merger in advance except through 
court injunction proceedings—a power which it al- 
ready has when it learns of merger plans in advance. 


No broad tax cuts or increases seen for 1959 


Small business firms will have to wait another 
year or more for any major tax relief. 

Top congressional leaders are making it plain that 
there will be no broad tax cuts or tax increases this 
year. But some minor “technical” tax adjustments 
to aid some small businessmen may get through. 

The House Ways and Means Committee has al- 
ready approved a measure to provide tax incentives 
to self-employed persons who set up their own re- 
tirement plans. Under this legislation, a self-employed 
person could defer taxes up to 10 per cent of his 
annual income, or $2500, whichever is less, if he in- 
vested it in an approved restricted retirement plan. 
The limit in a lifetime would be $50,000. Taxes would 
be paid on these funds when they were withdrawn 
upon retirement, but the tax rate then would prob- 
ably be much lower. Experts figure it would save 
taxpayers some $360 million a year. 

Another measure, would provide for some $4 bil- 
lion annually in tax cuts. The measure, widely sup- 
ported by businessmen, would cut both personal and 
corporate tax rates in five annual steps. All tax 
brackets would be affected. The present 52 per cent 
corporate tax rate would be cut to 47 per cent. The 
top personal rate of 91 per cent would be cut to 47 
per cent. 

In addition, tax depreciation rates on facilities and 
equipment would be increased to lower business 
taxes; the capital gains tax would be liberalized, and 
estate and gift taxes would be cut sharply. 

The Treasury Department is firmly opposed to 
this type of tax reform this year. 

Several congressmen have also sponsored legisla- 
tion which would permit a small firm to deduct up 
to $30,000 a year, or 20 per cent of net income, 
whichever is less, if it were reinvested in the firm. 

Such tax measures, however, face strong efforts 
of the White House to balance the budget for the 
fiscal year beginning next July 1. 





Greatest Little Regulator in the World 


REGO 2302 REGULATOR OUTFITS 


5713S. 
A two-cylinder outfit with disc check manifold. Con- 
sists of regulator, manifold block, and two pigtails. 


5723S. 

A two-cylinder outfit with manual throwover manifold. 
Consists of regulator, throwover manifold, and two 
pigtails. 

5733S. 


A single-cylinder outfit for connecting to standard POL 
cylinder valve. Consists of regulator and pigtail. 


DO YOU KNOW 
it will pay you 
dividends to join! 


“+B ASTIAN- BLESSING" 


4201 West Peterson Avenue, Chicago 46, Illinois 


WORLD'S LEADING MAKER OF VALVES, MANIFOLDS, 
REGULATORS, AND CYLINDER OUTFITS FOR LP-GAS CONTROL 


® 


2302 REGULATOR 


now at new low prices 


Ideal LP-Gas control for cottages, mobile 
homes, ranges, hot water heaters, flood- 
lighting, paint burning, salamander oper- 
ation on construction work, . . . any service 
with loads up to 60 cfh (150,000 btu). 


@ New greater adjustment range and more sensi- 
tive adjustment. 


@ New increased relief-vent capacity for added 
safety. 

@ Die-cast aluminum body and bonnet—lifetime 
durability. 

@ Lowest price ever for famous RegO quality. 


Here’s the dependable, economical regu- 
lator that outperforms anything in its 
price class—no drilled bonnet vent to clog 
—safety bleeds through bonnet-cap flut- 
ing. If relief device opens wide, the cap 
blows free for instantaneous discharge to 
assure continuous safety. 


RegO recommends new 2302 Regulator 
Outfits for every purpose within their 
capacity where good performance at 
minimum price is important. Quality- 
built and UL-listed, they’re the biggest 
regulator “dollars worth” in RegO’s long 
history for values. 
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To prevent condensation 


British Columbia 

Three 1000-gal. propane tanks 
provide fuel to a motel located 75 
miles from the nearest fuel supply, 
in a location subjected to winter 
temperatures of 30 deg. below 
zero. They are manifolded to feed 
through two Fisher No. 64 first 
stage regulators connected in par- 
allel. 

The red and green pipes are in 
a horizontal plane, with drops to 
the two regulators. There may be 
some reason to believe that these 
lines and the first stage regulators 
will become filled with liquid pro- 
pane, resulting from the condensa- 
tion of gas vapors during cold 
weather. Present method of mani- 
folding and of first stage regula- 
tion was designed to maintain uni- 
form tank pressures and liquid 
levels. 

It has been suggested that 
Fisher type 722V regulators be 
mounted at each of the tank valves, 
to prevent high pressure vapor 
from entering the red and green 
pipes. 

This method of manifolding will 
not maintain uniform liquid levels, 
but will prevent condensation. 

Should we install the three 722V 
regulators, or leave the present 
manifolding and regulators in 
place? Would we prevent lock-off 
of fuel delivery to the motel if we 
graded the red and green pipes so 
that they will drain back to the 
tank valves? 

H. F. C. 


Yes, there is reason to believe that 
condensation will take place in the 
lines between the tank valves and the 
first stage regulators. If there should 
be any moisture present in the fuel, 
then regulator freeze-ups would be a 
definite possibility even with the 
two-stage regulators. 

Connecting the vapor lines from 
the tank valves ahead of the primary 
regulators will provide uniform va- 
por removal from the tanks. How- 
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ever, we suggest the piping be kept 
as short as possible commensurate 
with ample provisions for expansion 
and contraction. The piping should 
be sloped up all the way to the regu- 
lators so that condensate can drain 
back to the tanks., Instead of drop- 
ping down from the manifold to the 
regulators, we suggest rising verti- 
cally to the regulator inlets. This 
will prevent condensate from reach- 
ing the regulator valves. 

The model 722V regulators may 
have some advantage if installed in 
place of the model 64 regulators, 
since they are larger and more pow- 
erful. However, if one is placed at 
each tank, withdrawal from the three 
tanks may not be uniform as men- 
tioned in your letter.—Ed. 


Tank leasing 


Wisconsin 

In your October 1958 editorial, 
“Beyond the Mains,” we are inter- 
ested in your comments concern- 
ing Mr. Frank Grasso of St. Louis 
and Mr. Gordon Allard. Could you 
please send us more information 
on how these two gentlemen can 
show how they write off tanks in 
five to eight to ten years. 

We are presently leasing our 
tanks for a flat charge and are in 
terested in their program. 

M. H. B. 


Your inquiry directed to Martin 
Brower of BUTANE-PROPANE News 
relative to depreciation schedules and 
tank leasing methods has been re- 
ferred to me for reply. 

You undoubtedly realize that there 
is a wide variance in the L. P. gas 
industry in determining the useful 
life of a tank—anywhere «from 5 
years for tanks used in export busi- 
ness and used tanks to 10, 20 and 
sometimes 25 years for new tanks. 
You are also aware of the deprecia- 


tion methods used—straight line, de- 
clining balance, sum of the digits, 
ete. 

The majority of L. P. gas busi- 
nesses are relatively small and one 
of the major problems facing them is 
adequate capital for expansion, con- 
sequently they have used the fastest 
depreciation schedules permitted. It 
permits a more rapid recovery of new 
investments because income taxes de- 
cline as allowable depreciation 
charges increase. The result is that 
companies can retain in the business 
funds which would otherwise go to 
the tax collector. Taxes are not 
avoided, but merely deferred assum- 
ing the investment continues profit- 
able. Should the business become less 
profitable in later years, it has been 
permanently benefited by the defer- 
ment of taxes during its profitable 
years. I am sure that you are already 
quite familiar with these factors. 

All of the dealers with whom I 
have come in contact during the past 
12 years, exclusive of the large public 
companies, use a 10-year life for 
tanks. Qlder companies usually use 
the straight line method while the 
newer ones use either the declining 
balance or sum of the digits methods. 
To my knowledge, the internal reve- 
nue department has never questioned 
using the 10-year life, but of course 
that situation could change. 

Using the declining balance 
method, tanks worth $10,000 can be 
depreciated $6720 during the first 5 
years assuming a 10-year life. Under 
Title II of the Small Business Tax 
Revision Act of 1958, an additional 
one-shot initial depreciation allow- 
ance of 20 per cent is allowed in ad- 
dition to the regular depreciation on 
personal property (not buildings) up 
to a cost of $10,000 ($20,000 on a 
joint return). Corporations are lim- 
ited to $10,000. Now $10,000 worth 
of tanks can be depreciated $3600 the 
first year, or a total of $7380 in 5 
years assuming the company would 
qualify as a small business. 

Relative to tank leasing programs, 
there are nearly as many different 
methods and schedules as there are 
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Cut and Thread Pipe by Hand ? 


eoenot me or my men when I 
can get the new tough fast little 


RIG&azID. 300 


Power Drive 


54 [9 Q50 


*Subject to change without notice. 


Weighs only 79% lbs. 


—all metal! 


even on 2’ pipe or conduit 


oe Oe oe me ee a 


This new 300 is clear out of its price class! 
Its RIAID-built motor has extra power 
and extra-long brush life . . . heavy- 
duty bump-proof switch . . . RIGID 
Speed Chuck with guaranteed tight grip, 
forward, reverse, replaceable jaw inserts 
and all-metal hand wheel . . . 2 extra- 
strong tool support bars . . . and a lot of 
other features that make it far the most 
for your money. You can’t afford to be 
without it—see and try the new 300 at 
your Supply House! 


¢ 
¢ 


RIEAID 
300 


gooseresercrene 
a ee al 


*Price $27.00 


ee ee ee ee 


~ 


* 


THREADED PIPE... it’s Tight... it’s Best... Costs Less? 











dealers. A company may have started 
out years ago with a very sound and 
realistic program, and then later on 
a newcomer enters business in the 
territory with some entirely different 
idea. 

I can best illustrate this situation 
by giving you the rental schedules of 
four companies all operating in the 
Same general area and competing 
with each other where their territo- 
ries overlap. 


Company A 


Tank Size Annual Rental 


50 gal. $14.00 
100 " 18.00 
150“ 25.00 
250 " 34.00 
500 " 45.00 


Company B 
Tank Size 


50 gal. none used 
100 " $12.00 
150. * 18.00 
250 " 18.00 
§00. " 24.00 


Annual Rental 


Both of the above companies have 
a large amount of industrial and 
commercial business where they in- 
stall 1000 gal. and larger tanks. 
Rental for these is % cent to 1 cent 
per gal. depending upon the size of 
the tank. Company A does not make 
an installation charge; company B 
does, the amount depending upon the 
work involved. Neither company 
charges for cylinders in use. 


Company C 


This company makes an installa- 
tion charge which is equivalent to 
the cost of the tank plus whatever 
labor is involved and charges no 
rental. 


Company D 


This company makes a $35 instal- 
lation charge which includes the first 
year’s rental. From then on, the an- 
nual rental is $27 regardless of the 
size of the tank. It so happens they 
use mostly 250’s and 500’s. This 
company also uses meters rather ex- 
tensively. In this situation they make 
a $10 installation charge, and the 
minimum monthly charge for gas is 
$2.25 for the first 100 cu ft (about 
3 gal.) whether the gas is used or 
not. The charges are the same for 
all sizes of tanks. This actually 
amounts to their annual rental of $27 
but includes about 35 gal. of gas. 

I have come in contact with situa- 
tions in other parts of the country 
where dealers give the customer a 
lifetime lease for $1 and no rental. 
And there are many other methods 
used. It is a mystery to me why deal- 
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ers do not get together on some more 
or less uniform charge for the use of 
equipment which would be on a real- 
istic basis commensurate with the 
investment involved. 

J. Gordon Allard 


OH 


Wiring boiler controls 


Ontario 

In our area there are a number 

of customers using propane hot- 
water boilers for househeating. 


In all cases the same popular 
make cast-iron boilers are used. 

The first argument that has 
arisen is regarding the wiring of 
the boiler controls (circulator, 
aquastat, thermostat and gas 
valve). 

All units are wired with the 
room thermostat controlling the 
burner and the aquastat operating 
the circulator. 

It is argued that the room ther- 
mostat should actuate the circula- 
tor and the aquastat control the 
burner. 

All the jobs are one-pipe, closed 


-~ HANSEN =~ 


QUICK-CONNECTIVE COUPLINGS 
FOR LP-GAS 


NO TOOLS REQUIRED 


Specifically designed for LP- 
Gas line connections, Hansen 
GRL Couplings completely 
eliminate the hazard and 
annoyance of leakage or spill- 
age of gas. 


To connect (no tools required), 
you merely push the Plug into 
the Socket — all the way. To 
disconnect, just turn sleeve— 
Coupling instantly and auto- 
matically shuts off both ends 
of line. 


Sockets available with 4” 
female pipe threads. Plugs 
available with 3%” female 
pipe threads. 





® 
SINCE 1915 


il@miiiibial 


APPROVED BY 
UNDERWRITERS’ 
LABORATORIES 


Write for descriptive literature 


QUICK-CONNECTIVE FLUID LINE COUPLINGS 


MANUFACTURING COMPANY 


4031 WEST 150th STREET 


e CLEVELAND 35, OHIO 


forced circulator systems installed 
by the contractor. 

What do you feel are the aspects 
of the plumbing most likely to 
cause high fuel consumption? 

R. E. D. 


We believe the boiler controls are 
hooked up so they will give as eco- 
nomical operation as possible. It is 
a standard method. 

However, consider what can take 
place. Assume the weather is mild or 
the owner turns the thermostat down 
or off at night. As the system is now 
connected, if the thermostat does not 
call for heat, the burner does not 
come on. If the thermostat does 
come on, the burner and the water is 
heated. The greater the demand for 
heat, the hotter the water is heated, 
up to a maximum cut off. On the 
other hand, if the burner was actu- 
ated by the aquastat, the burner 
would operate to continue keeping 
the water warm, often when there 
would be no call for heat over a con- 
siderable period of time. 

Habits of the family and construc- 
tion of the house will have more 
bearing on the fuel consumption, 
other items being equal. The fuel 
supplier should see that the venting 
of the boiler is correct, that the boiler 
is designed and constructed for gas 
firing and then check to see that com- 
bustion is proper. Combustion product 
analysis should be made. About 30 
per cent excess air in the combustion 
products insures complete combustion 
without excessive heat loss with the 
combustion products.—Ed. 


TE 


Can use high altitude pistons 


Kansas 

We have a customer who is 
planning on using a 1950 GMC 270 
cu. in. motor on an_ irrigation 
pump and would like ta know how 
much can be planed off the head. 
We are using an Ensign on this 
unit. 

Any other suggestions you may 
have to increase the efficiency of 
this motor would be appreciated. 

H. E. G 


The maximum that can be planed 
from the head of this motor is *.060 
in. 

It is suggested, as an alternative, 
that high altitude pistons may be in- 
stalled instead of planing the head. 
The high altitude pistons can be ob- 
tained through your local GMC 
dealer or distributor.—Ed. 
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MR. SUPPLIER: 


It takes dollars and sense to run the GEM program of 
national advertising. GEM advertisements in consumer 
magazines—Saturday Evening Post, Better Homes and 
Gardens, New Homes Guide and Home Modernizing — 
sell LP-GAS, appliances and equipment. They build 
business for every part of the LP-GAS industry. 


Won’t you do your share to ensure a fabulous future for 
your industry by helping to underwrite the GEM 
program? 

What’s in it for you? Consistent growth and prosperity as 
your customers expand and flourish. 


Join GEM today! Write GEM Committee, Room 2925, 
60 E. 42nd Street, New York 17, N. Y. 
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These 15 sponsors are underwriting the 
GEM 1959 program of national advertising: 


American Cast Iron Pipe Co, 
American Meter Co. 
Cleveland Trencher Co, 
Fisher Governor Co. 

E. F. Griffiths Co. 

Koppers Co. Inc. 

Mueller Co. 

Pipe Line Service Co. 
Rockwell Manufacturing Co. 
M. B. Skinner Co. 

Sprague Meter Co. 


Superior Meter Co. 
Subsidiary of Neptune Meter Co, 


The Tapecoat Co. 
U. S. Pipe and Foundry Co. 
Vulcan Rubber Products 


Division of Reeves Brothers, Inc, 





transportation 
storage 


production 


for your LP-GAS needs 
shift to Tuloma 


Our operation is like a highly efficient machine. It depends on many DISTRICT OFFICES: Williamsburg, Virginia * Moor- 
important gears. Tuloma’s constant supply — from more than 50 plants and 

refineries — its vast storage, its large truck and tank car fleets, and its head, Minnesota » Salt Lake City, Utah * Billings, 
trained, experienced personnel are all coordinated to produce one thing for Montana * Des Moines, lowa Russell, Kansas 
you — PERSONALIZED SERVICE. Set the wheels in motion .. . write, wire, Houston, Texas © Midland. Texas © El Dorado, Ark. 


or call Tuloma today. 


TULOMA GAS PRODUCTS COMPANY 
Pan American Building « Phone CHerry 2-3261 
Tulsa, Oklahoma 
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L, _P. GASMEN WHO MUST COMPETE _WITH REs Co-OFS WILL FIND MIGE HT SMAL! 
COMFOR OUR MR. REGEIME S REPOR rN S ON THE RECEN' 
RECA ONVEN’ ON IN WASHINGTON. President I isenhower, who addressed the 
prs convention, renewed his plea for a realistic interest rate on 

funds borrowed from the government, but his was a voice crying in 


the wilderness. 





Surprisingly, the only semblance of support for the President's 
Stand came from David A. Hamil, REA administrator, who conceded that 
2 per cent is a “bargain basement rate," and who warned co-ops against 
assuming that the Rural Electrification Act “includes a lifetime 
guarantee of federal financing.” 


In contrast, the Congressional voices raised against any tamper- 
ing with the sacred 2 per cent formed a thunderous chorus. It must have 
been a little monotonous, but it was still music to the ears of the 
co-ops. It was obvious that their power is not diminishing; if anything, 
they grow stronger with each passing year. If there ever was a time 
when an economy-minded Congress might have been inclined to make the 
co-ops contribute their small bit to the balancing of the budget, that 
time is past. For this Congress, at least, economy is a bad word. 


To the lawmaker's finely-tuned political ear, the only competitive 
issue at stake is the REA's vs. the electric utilities, and the latter 
are such a fine, fat whipping boy that such an issue is openly wel- 
comed. As usual, LPG dealers were completely forgotten. The politicians 
did not appear to be listening when John Ford, meee of the Alabama 
REA Association, said from the podium: 


"The third big concerted push recommended for 1959 by NRECA's Power 
Use Committee will encourage the purchase and use of such small appli- 
ances as frypans, roasters, and electric grills, which look so good when 
cooking food electrically on top of a gas range whose burners are seldom 
lighted any more." 
These, of course, are the "essential" power uses that the govern- 


ment is helping finance. The fact that they are hurting the LPG dealer 
is completely overlooked. 


IF NOTHING ELSE, THE CONVENTION PROVIDES FOOD FOR THOUGHT FOR L.P. 
. Why do you Suppose the electric boys are so successful in sell- 











counter cooking gadgetry to the housewife when such a large propor- 


oe tion of our sales is in bottom-of-the-line appliances? Does she buy the 
\eheapest non-automatic gas range so she can save her money for these 


*@lectric accessories? Or is she so fed up with using a match to light 
@ glamorless, stripped down range that she feels she simply must have a 
"mocern, © "convenient" electric grill? 


Or are our salesmen afraid to ask her to lay out an.extra $25 or $50 
for a range that will keep electricity out of her cooking jobs. 


The convention should also remind us--forcefully--that nationally 
coordinated political activity by L.P. gasmen is sorely needed. The 
co-ops’ only real appeal to public support is the millions of users of 
electricity whom they serve. That's no more than we have. LPG has 
modernized the farm just as electricity has. 


All we're asking is a chance to compete on even terms. That’s not 


too much to ask. 
ins 





POWELL 


BRICATED 
G VALVES 


Sectional-Powell Lubricated Plug Valves, Single 
Gland type. Also available with Flanged Ends. 


Powell Lubricated Plug Valves have many advantages Available in sizes 14", through 16”, depending on the 
over conventional types of Valves: type required—semi-steel 175 and 200 pounds WOG; 
e Simple design: only 3 basic parts—body, bonnet, plug. carbon-steel ASA 150 and 300 pounds. Also in other 
; alloys on special order. 

e Quick, complete shut-off. é : ‘ ‘ 

i tt : For complete information, write for our new Lubricated 
e Tapered Plug assures positive seating. 
we 


Plug Valve Catalog, Number PV-5. Or contact your 
Machined surfaces of plug and body are not exposed local Powell Distributor. 


in open position. The Wm. Powell Company e Cincinnati 22, Ohio 
Cavity-free straight passage assures streamlined flow. Dependable Valves Since 1846 


POWELL...world’s largest family of valves 
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Increasing use of automatic washing maghines is placing greater 
demands on hot water heaters. Here's a simple method for determining 


hot water requirements through as manyjiis four consecutive cycles. 


—_—— 













































































entific sizing 
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EOPLE identify poor performance of an appli- and immediately their demands on the 
ance with the fuel used. An LPG oven that bakes dter increases several-fold. Or they add a 
unevenly brands the fuel as inferior. An undersized ; ti the family and the washer, never before 
furnace is liable to turn the homeowner against the ‘more than one cycle a day, suddenly is 
fuel itself as well as the appliance. Cj : 0 to run three or four washings in a row 
Nowhere are we so vulnerable to such faulty logic ; ; wit létup.. All at once its recovery capacity be- 
as in the water heating system. -.While.people’s : ‘ tter of critical importance. Will it still do 
needs for space heating,and cooking. rémain—xela- | | the Bohfi|* earl 
tively constant, their nfeds Aor hot watqpiatlt Vote : re ‘itiWwen’t, it’s viligrable. to eplacement by an 
stantly increasing=nd i y caggS they) are ,™ Gprig | Wi tey eaters Not that’ aa ic i 
hardly aware of/‘it. « | ya Prk gqton ple have only t 
They add a [Hathrbc , ad y 
n / . 
\ ha? 
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1 - Input To Water Heater (1000's Btu per Hour) 
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I © Input To Water Heater (1000's Btu per Hour) 


Fig. 1. Hot water deliverability needed to insure 120 F water Fig. 2. Hot water deliverability needed to insure 120 F water 
for a second cycle in automatic clothes washers. for a second cycle in automatic clothes washers. 
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I = Input To Wéter Heater (1000's Btu per Hour) I = Input To Water Heater (1000's Btu per Hour) 


Fig. 3. Hot water deliverability needed to insure 120 F water Fig. 4. Hot water deliverability needed to insure 120 F water 
for a second cycle in automatic clothes washers. for a third cycle in automatic clothes washers. 
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Fig. 5. Hot water deliverability needed to insure 120 F water Fig. 6. Hot water deliverability needed to insure 120 F water 
for a third cycle in automatic clothes washers. for a third cycle in automatic clothes washers. 
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water heater, complete with an elephantine storage 
tank, may quite naturally appear to be the answer. 

So, with the competitive race becoming hotter and 
electric appliance manufacturers working hard to 
narrow the wide advantage that gas now holds in 
this field, it is more important than ever for the 
dealer to do a scientific job of water heater sizing. 

Fortunately, the AGA has given us the means to 
do this. A “task group” assigned to the job by the 
AGA Committee on Competitive Services has devel- 
oped a technically accurate heat balance method. 
The work was done by the AGA Laboratories under 
the direction of Walter B. Kirk, chief research 
engineer. 

In this work, the sizing of the water heater was 
tied directly to the demands of automatic washers. 
Formulae were worked out on this basis, and from 
them curves (see figures) were derived. Knowing a 
few simple facts about the equipment and expected 
usage, any dealer can apply these curves to any par- 
ticular installation and come up with a recommended 
water heater rating. 

To understand the basis on which the curves were 
worked out, let’s examine the computations made by 
the task group. The method used is illustrated in 
the following calculations: 


Let Q = hot water in gallons per cycle required by washer 

(assume 20 gal.) 
water heater storage capacity in gallons (assume 
30 gal.) 
water heater thermostat setting (assume 150 deg. F.) 
temperature of inlet water (assume 40 deg. F.) 
temperature of the water in the heater at the com- 
pletion of one washing cycle 
water heater burner input rating in Btu per hour 
(assume 35,000 Btu/hr.) 

= recovery efficiency, per cent, (assume 70 per cent) 

= time of one automatic washer cycle in hours (assume 
16 hour) 

During the first cycle, Q gallons (20 gal.) of water 
at a temperature of Ts (150 deg. F.) will be with- 
drawn from the storage tank. Assuming that Q (or 
20 gal. for example) is large enough with respect 
to S, (storage capacity of the tank) to cause the 
burner to ignite almost immediately, an amount of 
heat equal to the input rating I (35,000 Btu) times 
the recovery capacity E, (70 per cent) will be ab- 
sorbed by the water, or 24,500 Btu. 

For convenience in later computations, this heat 
balance is based on a reference level of 0 deg. F. 
rather than the conventional 32 deg. F. This permits 
use of measured temperature rather than tempera- 
ture rises. The heat balance is: 


(1) 8.33* (Sc — Q) Ts + 8.33*Q (T:) + 1 E,t = 8.33* Se Tr, 

The first left hand term in this equation (8.33 
(Sc-Q) Ts) represents the heat remaining in the 
water heater tank after a draw of Q gallons. The 
second expression (8.33 Q (T,)) represents the heat 
content of the inlet water. The third expression 
(IE, t) is the heat put into the water during a clothes 
washing cycle. The right hand expression is the 


*Btu value 
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heat content of the water in the storage tank at the 
completion of the first washing cycle. 

Substituting assumed values for symbols as an 
illustration, we have: 


[8.33* (30 — 20) 150] + [8.33* X 20 X 40°] 
+ [35,000 X .70 X .5] = 8.33* X 30 X Ty, 


or 12,495 + 6,664 + 12,250 = 249.9 T;, 
31,409 = 249.9 Ty, 


Ty, = 31,409 = 125.6 
249.9 

Thus at the end of one cycle, the temperature of 
the water in the tank is 126 deg. This is satisfac- 
tory, assuming there is not too much line loss from 
the heater tank to the washer. 

Equation (1) may be rewritten as follows to give 
the temperature of the water in the automatic stor- 
age tank at the end of the clothes washing cycle. 


Sc — Q) T IE,t 
(Sc — Q) Ts +7. 2-7, 





@) Se + 333 Q 


Equation (2) may be used to determine what 
values the combination of variables on the left must 
assume to insure that the temperature T, in the 
storage tank is above some specified minimum at the 
end of a washing cycle. Assuming a given thermo- 
stat setting, inlet water temperature, automatic 
clothes washer cycle time, and minimum acceptable 
hot water temperature, various combinations of stor- 
age capacity and input rating can be determined. 
This was done and the results plotted in Figs. 1, 2 
and 3 for inlet water temperatures of 40, 50 and 60 
deg. F., a thermostat setting of 150 deg. F., cycle 
time of one-half hour, and assumed minimum per- 
missible hot water temperature of 120 deg. F. 

In a manner similar to the foregoing, a heat bal- 
ance can be written for conditions at the end of two 
washing cycles, resulting in equation (3) for appli- 
cation to three successive washing cycles: 


(Se — Q) (Sc — Q) Ts IE,t 
Se Se 8.33 Q 
+ 2+ Gtr -7T, 

This is similar to equation (2) except that the 
entire expression for Ty, given by equation (2) has 
been substituted for Ts in equation (1) in deriving 
equation (3). This is because T, is the temperature 
of the water remaining in the water heater storage 
tank after water has been drawn for the second auto- 
matic washer cycle. 

At the end of three washing cycles, the equation 
expands into 


Sc — Q Se —Q (Sc — Q) Ts IE,t Q 
Se Sc Sc amqrisgt 
IE-t Q IE,t Q 
— = Ti-—=T 
aq’ 'stgaq* ‘s 
Equations (3) and (4) are plotted for the given 
conditions in Figs. 4 through 9. 


i 


(3) 





(4) 





(For applications of this sizing method please turn 
page.) 
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Fig. 7. Hot water deliverability needed to insure 120 F water 
for a fourth cycle in automatic clothes washers. 
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I = Input To Water Heater (1000's Dtu per Hour) 
Fig. 9. Hot water deliverability needed to insure 120 F water 


for a fourth cycle in automatic clothes washers. 
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Fig. 8. Hot water deliverability needed to insure 120 F water 
for a fourth cycle in automatic clothes washers. 
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Fig. 10. Hot water deliverability needed to insure 120 F 
water for a second cycle in automatic clothes washers. 40°F 
entering water temperature. 


Fig. 11. Domestic Water Heating Sizing Chart (left). To 
provide 81 gal. of hot water (above 120°F) in two hours. 
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Application of this sizing Met hod ww 


| sizing an automatic storage water heater for a 
particular installation by this method, it is neces- 
sary to determine the following: 


1. The minimum temperature of hot water accepteble for the 
final cycle. Most of the literature dealing with clothes wash- 
ing methods indicate that 120 deg. F is the lowest acceptable 
hot water temperature for clothes washing. 

. The number of washing cycles desired. 

3. The hot water demand per cycle for the particular automatic 
clothes washer — Q. 

. The length of time per cycle, t. For practically all automatic 
washers this may be assumed to be one-half hour without 
introducing appreciable error. 

. The minimum inlet water temperature which will be en- 
countered, T. 

3. The desired water heater thermostat setting, Ts. 

. The recovery efficiency of the water heater, E,. 
Additional hot water demands for automatic dish- 

washers and normal household usage can be taken 

into account by establishing a corresponding higher 
value of Q. For example, in the University of Illinois 
report on “Investigation of Performance Character- 
istics of Automatic Storage-type Gas and Electric 

Domestic Water Heaters,’ sponsored by the Com- 

mittee on Comparison of Competitive Services, 3 gal. 

per hour of 150 deg. F. water is considered adequate 

to take care of normal household usage during a 

clothes washing period. 

No allowance is made in this analysis for the 
water metering action of a thermostat valve in some 
automatic washers during the rinse cycle. Many 
manufacturers design their automatic washers to 
rinse at a maximum temperature of 110 deg. F. and 
thus introduce cold water during the rinsing cycle. 
As the temperature of stored water is reduced to 
130 or 120 deg. F., more water is required for the 
rinse cycle than is necessary when stored water of 
150 deg. F. is introduced into the automatic washer. 
The net result in omitting this factor is an error of 
about 8 per cent in calculations of three or four 
automatic washer cycles. The effect of this error 
would be eliminated by correspondingly increasing 
the input or storage capacity by 8 per cent. 

After presentation of the foregoing method of 
sizing water heaters by the Task Group to the Com- 
mittee on Comparison of Competitive Services, the 
committee set a standard of three loads of clothes 
in two hours in a sequence washer using 25 gal. of 
water per load or cycle, plus 3 gal. of hot water 
per hour use in the home during the washing cycle 
for other purposes, or 81 gal. of hot water in two 
hours. 
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On this basis, Fig. 11 was plotted, showing required 
storage capacity and input ratings, at a thermostat 
setting of 150 deg. F., for inlet water temperature of 
40 deg. F., 50 deg. F., and 60 deg. F. 

Comparing this suggested AGA method of sizing 
water heaters for single family occupancy with the 
“conventional” method of sizing, assuming a regular 
washer instead of an automatic sequence washer: 

Assume a family of 3 people and the following hot 
water usage for a maximum day; 


Shower—3 gal. per minute per person 
on for 4 minutes per shower 36 gal. 

Hand dishwashing—3 gal. per “‘load”’. 

3 loads per day 9 gal. 

Food preparation—3 gal. per meal, 3 meals 9 gal. 

Regular clothes washer—12 to 15 gal. per load 

assume 3 loads @ 
13 gal. 39 gal. 

Cleaning— 10 gal. 

103 gal. 

According to these generally accepted maximum 
days requirements for the above minimum usages of 
hot water, it seems that without an automatic clothes 
washer and automatic dishwasher, about 100 gal. per 
day are required. 

The storage capacity required would be 1/5 of the 
day’s use or 20 gal. 

According to the University of Illinois Bulletin No. 
436, Daily Withdrawal Schedule A for an average 
family with a conventional clothes washing machine, 
the maximum withdrawal occurs from 7:30 to 8:30 
a.m., and amounts to 17 per cent of the daily usage. 


17 per cent of 100 gal. = 17 gal. 
If the recovery efficiency is 70 per cent the Btu per hour input 
8.33 X 17 gal. X 100 deg. F use 


= =" = 20,230 Btu per hour. 
-f 





Thus a 20 gal. storage tank with an input of about 
20,000 Btu per hour would barely supply the foregoing 
minimum requirements. It certainly would have no 
reserve capacity, nor would it be adequate should this 
“average family” later buy an automatic sequence 
clothes washer, a dishwasher, or should there be an 
increase in the size of the family. 

As a result of these studies, the task group strongly 
recommended that the gas industry sell and promote 
water heaters which will have a deliverability of 81 
gal. of hot water in two hours. & 


Adapted from a report to the AGA by C. L. Benn, chief utiliza- 
tion engineer, Equitable Gas Co., Pittsburgh 





Fig. 1. Plastic greenhouse heating installation at the University 
of Kentucky. This photo was taken immediately after the system was 


put in. 


% 


we 


the base. 


ae 


Fig. 2. Two weeks after the installation, the plants had already 
shown remarkable growth, aided by the flow of warm air close to 


In plastic greenhouse systems, 
LPG makes the plants grow 


E. M. EMMERT 
Professor of Horticulture 
University of Kentucky 


N the last few years vegetable 

flower growers have been find- 
ing that they can grow their crops 
out of season under cheap plastic 
instead of having to use expensive 
glass construction. This enables 
northern growers to meet southern 
competition in a more efficient way 
than ever before. Thousands of 
small plastic houses are up or going 
up. Some rather large installations 
are also in operation. 

No very large flower installations 
are in operation, but numerous 
small florists are using plastic with 


remarkable success. Several grad- 
uate students at the University of 
Kentucky have demonstrated fine 
growth of cut flowers as well as of 
flower plants. 

One large lettuce grower supply- 
ing the Cincinnati market from his 
acre of plastic houses has proven 
his lettuce to be superior to glass- 
grown lettuce. Many small tomato 
houses have put good quality toma- 
toes on the market at glasshouse 
prices and enjoyed a good profit. 
In fact, tomatoes from plastic 
likely will be able to meet southern 
shipped prices in the future which 
glass growers cannot do. 

Since plastic is so tight and a 
double layer can be used with a 
dead air space, the use of gas burn- 
ers is proving valuable, especially 





More than simply an agency for spreading heat, 
L: P. gas is an important plant growth stimulant ran| 
in itself. Its pure combustion products, if care- 


fully controlled, can be used to feed young plants 


and hasten their maturity. 


in small houses. The double layer 
cuts the Btu requirements by about 
half. 

Of course, for large installa- 
tions a wet system is probably best. 
However, propane gas burners in 
the house itself are the most con- 
venient and uniform in heat and 
require the least labor and atten- 
tion. When the labor, overhead, and 
upkeep needed for coal heating sys- 
tems are considered, the heating 
cost of gas is not so much higher 
after all. What is more L. P. gas, 
if burned efficiently, will stimulate 
plant growth due to the CO, given 
off. In fact, some large green- 
houses at Terre Haute, Ind., burn 
propane in steam-heated houses just 
to increase the CO, in the air. They 
have obtained increases in Bibb let- 


(TUBING CONTRACTED) 








Fig. 3. Tubing expands upon being heated, so it was necessary to 
devise a means of taking up the slack as the tube grows hotter. 
The upper diagram shows the configuration of the tubing when cold; 
the lower diagram shows it after expansion. 


26 


DIAGRAM 1-COLD 


CTUBING EXPANDED) 





HEATER , * 








DIAGRAM 2 - HOT 
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tuce that amounted to thousands of 
dollars and paid increased costs 
many times over. 

Another advantage of gas is that 
there is no coal smoke to dirty up 
the plastic. Unless the plastic 
houses are placed so the prevailing 
wind blows the smoke off them, the 
plastic gets dirty. In fact, no mat- 
ter how the houses are placed, some 
coal sooting is inevitable. 

LPG is also a better fuel for 
this use than natural gas, in spite 
of its higher cost. Compounds in 


may go as high as 3 per cent, so 
care must be taken to avoid this 
buildup. Furthermore, a_ gas 
burner must burn efficiently or 
traces of aldehyde may form. 
At the university, we have found 
that plant growth can be stimu- 
lated by using fans to exhaust most 
of the combustion products of LPG. 
It is only during excessively long 
periods of cold, cloudy weather 
(mostly in December and January) 
that CO, concentration gets too 
strong, and this condition has been 


6 in. galvanized 














Kur-mor and 
blower unit 


250 ft of 10 in. flat 
2002 mil plastic tubing 
distributed throughout 
greenhouse as shown 





Vent to outside, Place 2 ft joint 
of 6 in. vent pipe down where entry 
is made through wall, Place wire 

mesh over pipe to keep rodents out, 


6 in, diameter wire wicket 
Placed over plastic tubing 
every 6 to 8 ft to hold in 
Place when heat is on. 
































Cord or twine looped 
around plastic tube 


LENGTH 8) ft 

















Fig. 4. Suggested heat distribution layouts of the Kur-Mor system. The system shown at top 





is particularly good for tomatoes and 


s and 


plants where the thick pattern 


of ‘pipes will not be in the way. For lettuce and certain other plants, a less densely piped 


system is required. 





natural gas exhaust might be 
harmful to plants, so combustion 
products must be vented to the out- 
side through tight piping. Thus the 
advantages of the added CO. are 
lost. 

With LPG, tight vent joints are 
not necessary. In fact, tests at 
the University of Kentucky have 
shown that a build up of CO, con- 
centration in the air from a normal 
.003 per cent to about .03 per cent 
(tenfold) is optimum. A 1 per cent 
concentration is allowable. Any 
amounts in excess of this will be 
harmful instead of beneficial. When 
LPG is burned continuously in a 
plastic house, the concentration 
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alleviated by the use of plastic tub- 
ing for heat distribution. 

A strong fan (of % to % hp) 
pulls the heat from the burner. 
Since plastic would soften at the 
heat levels produced at the heater 
itself, 10 or more joints of 2-ft 
metal pipes, 6 in. in diameter, are 
used at this point. Aluminum lami- 
nated tubing is particularly good 
in this use, but is not easy to 
obtain. 

From this point on, 6-in. plastic 
tubing is used for heat distribu- 
tion. Cheap and easy to handle, it 
can be run in any sort of pattern 
through the greenhouse. 

The flow of heat through plastic 


lines placed along the base of 
plants is another effective way to 
spur growth. We have found that 
black plastic tubing is preferable 
for this application, as it lasts 
longer than the clear type. Inci- 
dentally, this same distribution 
pattern can be used with hot 
water systems, but the cost is 
much higher than when plastic 
tubing is used with warm air. 

In installing such a system, sev- 
eral precautions should be observed. 
First, tubing runs should be long 
enough to allow all heat to be radi- 
ated before it is exhausted. Second, 
joints must be sufficiently tightly 
wrapped to keep the tube from sep- 
arating when the fan starts. Third, 
holes should be punched in the bot- 
tom of the cold end of the tube to 
allow condensed water to escape. 
The tubing can be hung on the side 
walls, but allowance must be made 
for contraction and expansion. Sus- 
pending the tube from a long wire 
or cord is recommended. 

How the installation is made is 
shown in Fig. 1. (Note the rapid 
growth of the plants, as shown in 
the comparison of Figs. 1 and 2, 
the latter having been taken two 
weeks after the former.) 

The manner in which the tubing 
is suspended to compensate for ex- 
pansion is shown in Fig. 3. 

In the experiments, the heat was 
supplied by a Kur-Mor heater with 
a blower attachment. The heater 
has a circle of peripheral vents 
which carries CO, exhaust prod- 
ucts to the atmosphere, but at a 
controlled rate. For the 18 x 84-ft 
double-wall plastic greenhouse, a 
66,000-Btu unit was used. This unit 
is rated sufficient to heat a total 
of 2000 sq ft. The blower is a 4%4-hp 
110 volt a.c. motor, which moves 
2500 cu ft per minute. 

Methods of installing the system 
are illustrated in Fig. 4. 

It seems that the best advice is 
to use gas systems on small to me- 
dium sized installations and change 
to hot water on large installations. 
On very large installations steam 
can be used. Even if steam or hot 
water is used it would seem advisa- 
ble to use gas as a standby and 
burn it occasionally to insert CO, 
and to put heat to the base of 
plants at times special forcing is 
desired. # 
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O be really worth the rather 
ame investment you have 
in it, two-way radio must do much 
more than simply improve service 
to your customers. It must actually 
save you money. If it doesn’t, you 
may not be using it correctly. 

Tt can be a toy, a gadget, or a 
crutch to lean on, a device which 
enables you to cut across the tedi- 
ous red tape of scientific routing 
and scheduling. As such it may not 


Get your drivers out of the terminal and 
on their way prompftly. 


necessarily make for greater ef- 
ficiency or reduced delivery costs. 
It’s no substitute for planning. But, 
used properly, it’s an aid to better 
planning and tighter control. 

Let’s analyze it a bit. Without 
radio, using paperwork controls— 
degree-day systems, etc.—you have 
pre-planned routes. These must be 
fairly rigid if they are to function 
effectively. Your drivers have their 
work pretty well laid out for them 
in advance. Divergence from the 
pattern is inconvenient—at times, 
because of the lack of communica- 
tions, impossible. So you must 
work hard at preventing emer- 
gencies from arising. And you con- 
stantly keep in mind the possibility 
of an emergency and make certain 
you have prepared for it. 
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If your two-way radio isn't giving you tighter and more efficient control over delivery and 
service scheduling, it is only doing half a job. In addition to improving service to customers, 
it should enable you to. . 


Keep a time check on runs between stops. 


Comes radio, and you have al- 
most instantaneous communications 
with all your drivers. Is this the 
time to relax and take it easy? 

That’s not what radio was in- 
tended for. In addition to its obvi- 
ous benefits, it should enable you 
to exercise a control over your 


Control lunch stops and coffee breaks. 


drivers that you never had before. 

Large trucking companies, who 
must hold a tight rein on activities 
of dozens of drivers scattered over 
wide areas, have found that with 
radio they can exercise controls in 
these five ways: 
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FOR YOU 








Cut down dead time spent in the yard and 
office. 


First, they can speed their 
drivers away at the start of the 
day. Drivers are required to call 
into the dispatcher as they leave 
the terminal and the time of de- 
parture is logged. 

Secondly, by requiring drivers to 
report in when they reach their 
first scheduled stop, they get a 
time check on the initial run. 

Third, they control coffee breaks 
and lunch stops by requiring be- 
fore-and-after calls. 

Fourth, they check the length of 
time per customer stop by requir- 
ing before-and-after call-ins. 

Fifth, they require a check-in 
when the driver enters and leaves 
the terminal so as to have a record 
of the time spent in the yard and 
in the office. 

These general procedures are 
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strongly recommended by Motorola, 
a major radio systems manufac- 
turer, because they give all-day 
control over the drivers, something 
that is impossible without radio. 
To properly appraise the value of 
radio in your operations, it is im- 
portant that you have some means 
of scientifically measuring it on a 
before-and-after basis. This should 
do much more than simply justify 
your decision to purchase it. It 


Maintain a time record on customer calls. 


should tell you whether you are 
truly putting radio to work to its 
fullest potential. 

What, for example, are your: 

e Gallons-per-mile delivery costs? 

¢ Gallons-per-hour costs? 

¢ Number of productive stops per 

day? 

e Average minutes per stop? 

e Gallons-per-day costs? 

e Driver overtime expenses? 

¢ Savings on telephone tolls? 

e Chargeable driver errors? 

Most important, what were these 
costs before you adopted radio and 
what do they run after radio has 
been installed? 

Unless you do use your radio to 
exercise tighter control over your 
methods of doing business, you'll 
be unable to make these compari- 
sons, because without the controls 


your records will be inadequate. In 
turn, without these records you'll 
be unable to work toward a further 
reduction in the costs of doing 
business. In these days of shrink- 
ing profit margins and increasingly 
keen competition, the penny and 
a mill have assumed a new level of 
importance. A mill saved here and 
a mill saved there, when multiplied 
by several hundred thousand gal- 
lons, may become the difference be- 
tween a profit and a loss. They 
may mean your whole business 
future. 

Radio offers you bonuses over 
and above these direct dollars-and- 
cents operational savings. It can 
give you an “office on wheels,” as 
described in February BPN (page 


50). It can bring help swiftly 
when a truck breaks down miles 
from the nearest telephone. And it 
can be a powerful tool for public 
relations, advertising, and promo- 
tion. 


When you install radio, you have 
a legitimate news story to give 
your local newspapers. If you op- 
erate in a relatively small town, 
radio-equipped delivery vehicles 
will be enough of a novelty to war- 
rant a full-scale feature article 
which you can work out in coopera- 
tion with the editor. You can at- 
tract customers by advertising its 
advantages to them in the form of 
better service. 

On the job, you can demonstrate 
radio’s ability to quickly satisfy a 
customer’s needs. Let the custom- 
er observe your driver as he makes 
a call for something that will di- 
rectly benefit that customer. In 
short, take every opportunity to 
boost the advantages of your radio 
system to your customers and 
prospects. 

Make radio go to work for you. 
It’s your investment. Make the 
most of it. a 
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How an investment banker can help 


insure your future security 


CTUALLY, nothing could be 
easier to understand than 
money. One of the most ancient 
and uncomplicated inventions of 
man, it was born of necessity to 
serve a simple purpose, and yet 
over the centuries, it has been 
made the subject of more confused 
thought than any other single 
thing in history. Especially is this 
true in the field of investment 
banking. 

Fortunately, today with the 
ranks of investors now numbering 
in the millions, more and more 
people are acquiring an intelligent 
understanding of this highly im- 
portant cog in our economic ma- 


chine. Still, there exists among the 
general populace an appalling lack 
of understanding of the functions 
of the investment bankers and of 
the functions and operations of 
stock exchanges. 

Let’s explore these functions. It 
is not our intention to give a high- 
ly professional or technical expla- 
nation of public financing, but 
rather to reduce to the simplest 
possible terms the role of the in- 
vestment banker and to describe 
what you as a businessman must do 
if you are to be in a position to 
tap the great reservoirs of invest- 
ment capital available in this coun- 
try. 


PART FOUR 


A critical appraisal of your capital condition may indicate 
that a public underwriting would be the best way to insure your 
future security. How would you go about it? 

The key man is your investment banker. In this installment, 
Mr. Allard tells how you should approach him, what information : 
he will need, and how you must get your affairs in order if you 
are to consummate a successful deal. It is at this point that 
your underwriting plan will suceed or fail, so careful prepara- 
tion is a “must.” You may not have a second chance. 


The investment banker, like an 
L. P. gas dealer, is in the business 
of handling a product—money. He 
is a merchandiser of money. It is 
his function to corral quantities of 
money for businesses, industry, 
municipalities, states, school dis- 
tricts, etc., furnishing them with 
their capital requirements with 
which to carry on their respective 
endeavors. He obtains money from 
hundreds or thousands of indi- 
viduals and gives them a “receipt,” 
as it were, which is a stock certifi- 
cate. This is the same sort of proof 
of ownership as the deed to a piece 
of real property, or the bill of sale 
when you buy personal property. 
When individuals, through the in- 
vestment banker, loan money to 
corporations or other entities, their 
“receipt” is a bond or debenture 
representing a debt and is a prom- 
ise to pay with interest. 

The basic function of the L. P. 
gas dealer is essentially the same, 
only the product is different. He 
corrals large quantities of butane 
and propane and in turn supplies 
it to individuals who use it. Hun- 
dreds or thousands of individuals 
give him money for products they 
need and he gives them a receipt or 
bill of sale proving ownership of 
what the individual has received 
for his money. Along with the sim- 
ple procedure of exchanging cer- 
tain things for money, both the 
investment banker and the LPG 
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dealer are selling certain services 
and products for which customers 
pay. 

When a person needs L. P. gas, 
he telephones or goes to an indi- 
vidual or company which handles 
that product. Those in need of in- 
vestment capital must go where the 
capital is. 

These examples probably appear 
a bit trite, but it is amazing how 
often you come upon situations 
where individuals or companies 
need money in substantial quanti- 
ties and yet seem to think they can 
get it without going to the invest- 
ment banker where the money is. 
Often you will hear them say, 
“Let’s do it ourselves—we don’t 
need to pay the banker for his 
services.” This makes about as 
much sense as having a serious op- 
eration without a qualified surgeon. 


There is nothing mysterious or 
hocus-pocus about the investment 
banking business. It performs a 
service for the public and gets 
paid for it just as does the L. P. 
gas dealer. There is, however, one 
very big difference between these 
two businesses. The investment 
banking business has been going 
on for many, many decades, while 
the LPG business by comparison is 
barely getting started. The advan- 
tages of many years of experience 
are obvious. Investment bankers 
must have a record and reputation 
for successful deals if they are go- 
ing to survive and prosper, and 
wide experience over a long period 
of time has shown them the best 
ways to make deals succeed. What 
is more, of all businesses, invest- 
ment banking is one of the most 
strictly regulated and supervised. 
It must be if the public is to be 
protected. It is at the same time a 
business which must be carried on 
with the very highest ethical 
standards. Hundreds of millions 
of dollars change hands daily over 
the telephone with no signed pa- 
pers, no contracts of any kind ex- 
cept the word of the individuals 
involved. 

In our last article we listed three 
general courses of action an owner 
of a successful business might take 
in order to insure his future secur- 
ity. We also discussed in general 
terms one of those procedures— 
that of selling a business—and ex- 
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amined three different ways in 
which a business may be sold. 

Now let’s take a look at the sec- 
ond and third procedures men- 
tioned which an owner or group of 
owners may follow, i. e., that of 
approaching the investment banker 
who is in the position to provide 
the owner or the group with a pub- 
lic underwriting. Exactly what is 
meant by the term “underwrit- 
ing”? Just what are the require- 
ments for a successful deal which 
the banker will look for? Specifical- 
ly what information must be com- 
piled before the investment bank- 
ers can be approached? What are 
the “do’s” and don’ts” you must 
observe when you are trying to 
interest the financial community in 
your deal? 

The term “underwrite” means 
exactly what it implies—‘‘to sub- 
scribe one’s name to’—as in the 
case of an insurance underwriter. 
When an investment banker agrees 
to underwrite your deal he is guar- 


The investment banker is a merchandiser 
of money as a dealer is a merchandiser 
of fuel. 





anteeing to put up whatever 
amount of money is required, be 
it $1, $10 or $50 million. Where or 
how he gets the money is none of 
your concern. He will no doubt 
interest other investment houses; 
the bigger the deal the greater the 
number of bankers who will be in- 
volved. Sometimes, particularly 
with new deals, the banking houses 
will put up a portion of the money 
themselves and simply put the 
stock “on the shelf” and keep it 


until it has developed and matured 
into something of real value with 
a substantial profit. What the bank- 
ers do not retain for themselves 
they sell to their clients. Now you 
are all “partners” in the deal— 
you as the owner or group of own- 
ers, and the bankers and some of 
their clients, or the public, who 
have put cash into your business. 
Now you all have a stake in the 
business, and for everybody’s sake, 
it had better be successful. 


It should be mentioned here that 
there are all kinds of deals, small, 
medium and large. Some involve a 
great deal of risk and are highly 
speculative, while others are much 
more conservative. Some invest- 
ment houses are tremendous, hav- 
ing great quantities of capital 
available for good deals, while 
other houses are relatively small 
and are not in a position to handle 
very large underwritings. All have 
an important place and function in 
the financial world. But for the 
purpose of this discussion we are 
considering what would be con- 
sidered, for a new deal in this in- 
dustry, a _ relatively large one, 
amounting to at least $1.5 or $2 
million, involving a minimum 
amount of risk and speculation 
and affording the greatest amount 
of security possible. 


All of our previous discussion 
has been about the successful busi- 
nessman, his problems, and how he 
may attempt to realize the security 


he desires. For those who have 
been outstandingly successful with 
their business enterprises there is 
no possible point in taking any un- 
due risk with their capital accum- 
ulation in attempting to secure 
what they have. Furthermore, we 
are only considering large invest- 
ment houses of the highest stand- 
ing which have the unquestioned 
confidence of their clients and the 
ability to interest other investment 
houses. Investment bankers of this 
caliber simply cannot afford to de- 
vote their time and ability to deals 
which are too small, and certainly 
the successful businessman, or 
group, cannot afford to be involved 
in too small a deal which is usually 
more hazardous than a large one. 
In short, the larger the deal, the 
more underwriters who are in- 
volved, the wider the market for 
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the stock, the more stable the deal. 
This affords those participating a 
maximum amount of security with 
a minimum amount of risk. 

Now consider what are the most 
important requirements for a suc- 
cessful public underwriting—the 
first things which top flight invest- 
ment bankers look for. 

We have already mentioned the 
first one. It must be large enough 
to justify the tremendous amount 
of work, expense, time and talent 
required to put a deal over suc- 
cessfully. We will assume our proj- 
ect meets this test. 

Secondly, the business must be a 
sound and stable one within an in- 
dustry the history of which has 
been good over a long period of 
time with a substantial future 
growth potential. The LPG indus- 
try as a whole can come up to this 
requirement. Although a_ very 
minor segment, it is nevertheless a 
part of the oil industry, the over- 
all history of which has been good. 
A recent survey showed that among 
the professional managers of 28 
leading investment funds, oil com- 
panies are easily the top favorites 
for big investments. Of each $100 
of the value of shares, $34 was in 
oil stocks and $11 in utilities. 

In the light of these statistics, it 
certainly would appear that our in- 
dustry is at least in the general 
area of great interest to capital. 
The L. P. gas business has, since 
its inception, demonstrated remark- 
able and steady growth. It might 
be considered among the “natural 
resource” industries which adds 
to its attractiveness. It is a neces- 
sary service and product supplying 
a large and ever increasing seg- 
ment of a rapidly increasing popu- 
lation. People will do without a lot 
of things before they will go with- 
out their hot water, the convenience 
of gas cooking, heating and re- 
frigeration, etc. It is a product 
which is consumed and must be re- 
placed over and over again, year 
in and year out. 

It is probably safe to say that 
the banking fraternity generally 
is interested in the LPG industry. 

The third thing the banker looks 
for is adequate earnings competi- 
tive with the most successful op- 
erations in the same_ business. 
When an individual business or a 
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combine of several businesses seeks 
public financing it must be able to 
show satisfactory profits and the 
ability to pay the investor divi- 
dends competitive with industry in 
general. The LPG industry, and 
the various corporate entities 
within it, must offer investors as 
good or a better opportunity for 
sound and stable earnings, divi- 
dends and long term growth as 
they may be able to obtain in other 
fields along with reasonable safety 
and security for their investment. 
The banker will look at your op- 
erating statement and his eye will 
immediately go down to that bot- 
tom figure—your net profit. He 
will then look at a few other figures 


Investment banking must be carried on with 
the highest ethical standards. Hundreds of 
millions of dollars change hands daily over 
the telephone with no signed papers, no 
contracts of any kind except the word of 
the individuals. 





and in less than five minutes he 
generally knows whether or not 
be is interested in looking further. 
If the business, or group, cannot 
show satisfactory earnings it is 
best not to approach the banker at 
all. He’ll simply tell you he is not 
interested, and once your deal has 
been turned down, it is usually 
much more difficult to go back at 
a later date. 

The fourth “must,” if a business 
is going to be publicly under- 
written, is capable and competent 
management talent of proven abil- 
ity that can inspire and hold the 
confidence of bankers and investors 
alike. If all other desirable factors 
are present, as noted above, and 
the management is regarded as 
weak and of doubtful capabilities, 


then there will be no underwriting 
unless and until the situation is 
satisfactorily corrected. In the case 
of an individual who owns a busi- 
ness large enough to justify public 
financing, the management situation 
usually is no problem. The bankers 
and public will look to him and his 
organization. He could not have 
built what he has had he not been 
thoroughly capable, and after all, 
he has as much or more at stake 
in the deal as do the bankers and 
public. His own self-interest re- 
quires that he make the deal suc- 
ceed. 

In the case of a group of smaller 
businessmen who wish to form a 
combine. so they have an entity 
large enough for public financing, 
the management situation becomes 
more complicated. Often there is 
one among the group in whom the 
bankers would have confidence as 
the chief executive officer and 
sometimes there isn’t, in which 
event the owners will have to go 
outside their group to find an ac- 
ceptable top manager for their en- 
terprise. Under these conditions it 
is often very difficult to satisfac- 
torily resolve the management 
problem. 

We will assume now that our 
company, or group of companies, 
is large enough; we know that we 
are a part of an industry with a 
good history so the investment 
banking fraternity should be gen- 
erally interested under the right 
circumstances; we have adequate 
and satisfactory earnings competi- 
tive with the best operations in 
the industry; and we have highly 
competent management of proven 
ability. Under these circumstances 
we have the most necessary com- 
ponent parts required for a suc- 
cessful public underwriting, and 
we should be able to obtain the in- 
terest and backing of an invest- 
ment banking house of the highest 
caliber. The next point of consider- 
ation is our approach to _ the 
banker. What specific information 
should be compiled to be presented 
to him so that he will be able to 
definitely determine whether or not 
he is interested? 

There are generally four re- 
ports which should be submitted: 

1. A certified public audit for at 
least the last three, preferably five, 
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years. At this stage of the deal, 
a report made by most any reliable 
CPA firm would suffice. However, 
it is far better to have a report 
made by a nationally recognized 
firm as the banker can then put a 
lot of confidence in the figures. He 
knows they have not been slanted, 
and that nothing has been covered 
up so far as the official records go. 
It is like the sterling mark on sil- 
ver. In the case of a group of 
owners, every company should be 
audited by the same firm and it 
most definitely should be a nation- 
ally recognized one. 

2. An appraisal of the fixed as- 
sets and properties made by an in- 
dependent appraisal firm of recog- 
nized standing. In the case of one 
large company seeking financing, 
this probably would not be neces- 
sary at the first meeting with the 
banker, although it might be re- 
quired later. With a group of 
owners, an appraisal would be 
necessary, not only for the banker, 
but also for the individual protec- 
tion of each owner. A competent 
appraisal of each company made by 
the same firm will provide every 
owner with an accurate value of 
his assets, and all will be appraised 
on exactly the same basis. 

38. Although not always neces- 
sary, it is highly desirable to have 
an engineering report by a quali- 
fied firm to evaluate the present 
condition of the assets. It should 
determine whether all installations 
are up to code standards; whether 
all safety requirements are being 
complied with; and what invest- 
ment would be required, if any, to 
put the assets in first class condi- 
tion. Very often this report can 
be made by the appraisal firm, so 
that the two can be combined into 
one. Again, a group of owners must 
have this information for their 
own protection. An owner of one 
large company would not necessar- 
ily be required to submit this in- 
formation at this point. In his 
case, the certified audit is usually 
all that is required for the banker 
to decide if he is interested, and 
from here on the banker will tell 
the owner what additional reports 
are required in order to bring the 
deal up to the point where the 
banking group can take over. 

4. An intensive analytical report 
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The banking fraternity is interested in the 
LPG industry. 





is absolutely essential with a group 
of owners, in order to present an 
accurate picture of each individual 
operation after all have been com- 
bined into one large entity. Such a 
report would look behind the audit, 
as it were, to determine what the 
actual earnings and expenses would 
be in a new situation. It would 
appraise the relative value of the 
sources of income—are they sound 
and of a continuing nature, or do 
some companies happen to have at 
the moment income which should 
be regarded as temporary because 
its continuance is questionable? 
There are also many other factors 
which must be considered. Such 
an analysis makes possible a quick, 
simple and accurate comparison of 
each company with the other, re- 
gardless of size, and an accurate 
determination of the earning pow- 
er and value of every operation in 
the new combined situation. 

To illustrate (as pointed out in 
our first article) : The depreciation 
account may differ widely between 
companies using an _ accelerated 
schedule and those using a much 
slower schedule; older companies 
will have a lower depreciation fig- 
ure than the younger companies; 
some companies are more heavily 
in debt than others, so have large 
interest payments. These factors 
obviously might make a substantial 
difference in the net earnings of a 
company but not necessarily in its 
earning power. Some owners pay 
themselves very large salaries and 
have large expenses while others 
withdraw proportionately a very 
much lesser amount from the busi- 
ness. 

Another factor to be considered 
is the fact that many LPG busi- 


nesses have other enterprises con- 
nected with them, such as an equip- 
ment manufacturing business, an 
engineering firm, a large factory 
distributorship for appliances (per- 
haps covering several states), a 
fuel oil or gascline distributorship, 
a large wholesale LPG business 
along with the retail business; or 
perhaps they are in the electrical 
business as well. 

All of these activities are fine 
and should be producing substan- 
tial income. Depending upon cir- 
cumstances, the banker may be in- 
terested in retaining certain of 
these activities while disposing of 
others. But whatever the circum- 
stances, the income and expenses 
directly connected with these other 
enterprises must be, insofar as it 
is possible, segregated in order to 
determine exactly what the gas 
business is doing. Very often an 
owner will temporarily use his gas 
profits to support other activities 
which are still in the development 
stage and losing money. This situa- 
tion would give an incorrect pic- 
ture of the actual profits available 
from gas sales. 

A proper analytical report, cov- 
ering at least three to five years, 
would also compare such vital 
items as the average selling price 
of gas, the gross margin on gas 
sales, the income from sources 
other than gas, the operating ex- 
penses and other expenses, the net 
return on the invested capital, etc. 
This would show the direction in 
which these items are moving. If 
profit margins are declining, we 
must determine what steps can be 
taken to correct the situation. If 
expenses have been increasing, 
each item of expense must be ana- 
lyzed to determine which are out 
of line and why, and what must be 
done to make the operation more 
efficient. Many companies have al- 
lowed huge sums of money to go 
down the drain simply because the 
owner or management did not have 
a proper analysis of the operation. 

It is not the function of the 
audit to take into consideration all 
of the above mentioned factors; it 
simply takes the facts and figures 
as they are and certifies as to their 
accuracy. The analysis may make 
all kinds of adjustments, depending 
upon what has been going on in the 
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business, and will show what cor- 
rections can be made which may 
change considerably the net results 
of a company in the new combina- 
tion. The net income as determined 
by the analysis may be quite dif- 
ferent from that shown by the 
audit. 

In the case of one owner of a 
large company, all four reports 
would be valuable in approaching 
the banker, but not necessarily es- 
sential. However, before selling 
stock to the public, permission 
must be obtained from the Securi- 
ties & Exchange Commission. Such 
reports, or similar showings, would 
probably be required when the 
registration statement is filed. 

With a group of owners, all four 
reports are essential, and one more 
thing has to be done before the 
banker is approached. Using the 
information contained in these re- 
ports, a “pro-forma” operating 
statement and balance sheet is pre- 
pared which will show what the 
group of companies will look like 
after they have been combined into 
one corporate entity. This pro- 
forma statement is what the under- 
writing will be based upon and it 
must be backed up by the fore- 
going factual reports on each com- 
pany. 

Now let’s assume that you as an 
owner, or one of a group of own- 
ers, of one large company have 
done all of the preparatory work 
as outlined above, and you are now 
ready to approach the investment 
banker. Chances are you know the 
investment house to which you de- 
sire to go. In the case of a group, 
one of the members probably 
knows and understands the invest- 
ment banking business and can 
guide and coordinate their prep- 
aration and present the deal to a 
qualified house. If you do not have 
a definite choice and feel you would 
like to interview several of the 
leading houses, you may do so for 
the purpose of holding preliminary 
talks of a very general nature. You 
merely have an informal discussion 
with the bankers, tell them gen- 
erally about your business, what 
you would like to do, and obtain 
from them an expression of their 
possible interest, or lack of it. They 
may give you some valuable advice 
which may be helpful in the future. 
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A fourth must, if a business is to be pub- 
licly underwritten, is capable and com- 
petent management of proven ability that 
can inspire and hold the confidence of 
bankers and investors alike. 





After a few such interviews, you 
should be able to make up your 
mind as to which financial house 
you feel has expressed the greatest 
interest and can do the best job 
for you. Also, the personalities in- 
volved may appeal to you much 
more in one house than in others. 
However—and this is important— 
you most definitely do not submit 
and discuss your reports at this 
time and you do not put the banker 
in a position where he can make a 
definite commitment to finance 
your deal. If you shop your deal 
around from banker to _ banker, 
leaving your reports with them and 
obtaining commitments from vari- 
ous financial houses, your actions 
will spread through the entire 
financial community like wildfire. 
Everybody will know about it, your 
deal will be “shopworn” overnight, 
and you may end up in the unfor- 
tunate position of looking for a 
berth and not being able to find 
one. Shopping around and obtain- 
ing commitments here and there 
will immediately kill a banker’s en- 


thusiasm. It is something that just 
isn’t done in the financial business. 

When you have decided which 
financial house you prefer, then 
you submit your figures and re- 
ports, and if the banker is inter- 
ested, make your deal and stick 
with him. You should explain to 
him exactly what you would like 
to accomplish, present him with all 
of the facts, and let him tell you 
just how he can most successfully 
obtain the desired results and on 
what basis. He will probably sug- 
gest two or three ways in which 
the deal can be made, thus giving 
you some degree of choice. If you 
are fortunate enough to obtain a 
commitment to finance your deal 
from a substantial, capable bank- 
ing house of the highest caliber, 
stay with it. But if you feel that 
the banker’s proposal is not ac- 
ceptable, then you may as well for- 
get the whole thing and stay as 
you are. 

Assuming the _ individual, or 
group of owners, has been success- 
ful in obtaining a definite commit- 
ment from a substantial invest- 
ment banking house to finance the 
deal, now what happens? In our 
next article we will briefly trace 
the steps which are taken from this 
point on until you are in business 
as a publicly owned corporation. 
We will show how a new public 
stock issue is created, brought to 
the market, and maintained. We 
will also discuss the various advan- 
tages of following the public 
financing method in the attempt to 
realize a profit and secure the cap- 
ital accumulation as opposed to 
selling out to another company, and 
show where the great potential 
growth opportunity now exists for 
the successful LPG dealer. & 





final installment. 





Coming next month in the final installment: 


Once you have satisfied the investment banker that your company 
is a sound risk for public financing, the mechanics of an underwriting 
are put in motion. The procedures involved are discussed in Mr. Allard's 


In conclusion, he points out the many advantages of public financing 


over alternate methods of protecting your capital and making it grow. 
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A former general who is beginning to know the bitterness 0° defeat had another taste of it last month when his pro- 
posal for a reduction in government subsidization of REA electric co-ops met with stinging criticism. The President made =» 
his bold proposals before a conference in Washington, D. C., of the National Rural Electric Cooperative Association. 
The polite applause which he received was soon followed by biting rebuke. 


Ike's rate proposal draws NRECA fire 


NEIL R. REGEIMBAL * Washington Editor 


HE battle over continued gov- 

ernment subsidization of REA 
electric cooperatives is nearing the 
showdown stage in Washington 
with the co-ops far ahead on points 
and the apparent winner again. 

President Eisenhower and his 
Administration have been fighting 
hard to gain support for their ef- 
forts to cut back the $300 million- 
plus appropriated each year to help 
the co-ops. 

But they are meeting a stone 
wall of resistance in Congress. The 
two men who together exercise al- 
most total control over Congress 
both recently promised the REA 
co-ops that their subsidy will re- 
main unchanged. 

Senate Majority Leader Lyndon 
Johnson (D.), Texas, told the an- 
nual convention of the National 
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Rural Electric Cooperative Associa- 
tion in Washington in February 
that Congress is definitely not go- 
ing to raise the interest rate on 
REA loans. He said he believes 
there is no need to boost the pres- 
ent limit of 2 per cent interest on 
loans the government makes the 
co-ops because the government has 
made a profit of $48 million on 
these loans since in 1935. 

The Senate leader said the White 
House favors raising the interest 
rate because the economy “is out 
of joint” and the government is 
now paying higher interest than 
that for the money it must borrow. 
But he claimed the answer is not 
to raise the rates, but to correct the 
economy. He used the chance for 
a slashing attack on the Republican 
Administration and its “slide rule 


handed down from Madison Ave- 
nue,” 

House Speaker Sam Rayburn, 
also a Texas Democrat, in even 
stronger language assured the 
NRECA convention delegates that 
Congress would not disturb their 
present subsidy. 

“Why not a little subsidy for the 
million who, until a few years ago, 
were the underprivileged?” Rep. 
Rayburn commented. The House 
Speaker, a co-author of the 1935 
act which established the REA, also 
called critics of the program “dema- 
gogues.” Both men supported re- 
turning the REA to independent 
status. 

President Eisenhower took his 
fight to wean the co-ops away from 
the government’s breast to the floor 
of the convention. In a 10-minute 
speech, the President amidst a 
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smattering of polite applause as- 
serted that the co-ops now are 
strong enough to do without such 
federal favors as special low in- 
terest rates on loans. 

The President is asking Congress 
again to remove the statutory in- 
terest limit on REA loans, now set 
at 2 per cent, so that it equals the 
going interest rate the government 
pays plus part of the cost of ad- 
ministering the program. This 
would about double the interest 
rate for REA loans. 


In addition, the Administration 
is proposing legislation to reduce 
the actual amount of government 
funds which must be appropriated 
each year for these loans. Under 
the plan, a special REA revolving 
fund would be established. Part 
of the fund would be supplied by 
the government, but the rest would 
be raised from private financial 
sources through sales of bonds and 
debentures. 


A third proposal, to create a 
special program whereby the gov- 
ernment would insure loans REA 
co-ops secured from private sources 
so that interest rates would not be 
too high, was made last year but 
was not immediately renewed this 
year. This proposal drew stinging 
and emotional criticism from REA 
supporters because it would al- 
legedly put the co-ops at the mercy 
of financial “robber barons.” 

Although the President in his 
appearance made no direct refer- 
ence to private financing, the REA 
lashed back at the chief executive, 
claiming the Administration is 
“hell bent on handing us over to 
the Wall Street bankers and the 
Wall Street-controlled power com- 
panies, and they are not going to 
rest until they do.” 


At its windup, the convention by 
resolution of its 7000 delegates, de- 
manded that Congress resist Ad- 
ministration attempts to shift fi- 
nancing to private sources, oppose 
any and all proposals to raise the 
present interest rate, and to re- 
store to the REA Administrator 
the power to pass on all loans. 
(The Secretary of Agriculture now 
is the final authority on loans over 
$500,000. ) 

The Association also asked 
Congress to protect REA systems 
from “territorial raids” by private 
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power companies; urged federal 
construction of atomic power gen- 
erating plants; urged prompt and 
wholehearted congressional support 
of full scale water resource de- 
velopment; urged approval of plans 
to permit TVA to finance its own 
expansion, and approved the Presi- 
dent’s request for $325 million in 
new REA loan funds for the next 
fiscal year. 

Many top congressional leaders 
are supporting the REA and oppos- 
ing the President. 

Sen. Wayne Morse (D.), Ore., 
says a boost in interest rates would 
be a “death warrant” for many 
co-ops. 

Senate Republican Whip Thomas 
H. Kuchel of California claims the 
“aspersions upon REA interest and 
loan policies constitute a threat to 
the magnificently successful rural 
electrification program.” 

Sen. Hubert H. Humphrey (D.), 
Minn., a presidential*hopeful for 
1960, who recently returned from 
a trip to Russia, claimed the Ad- 
ministration is seeking to suppress 
public power programs while the 
Soviet Union is gearing for all-out 
expansion. 

Sen. John F. Kennedy (D.), 
Mass., another presidential hope- 
ful, promised the REA association 
that Congress will “not go back on 
our word” by raising interest rates 
on REA loans. 


Rep. Ancher Nelson (R.), Minn., 
a former REA administrator, 
claims that it may be necessary to 
consider changes in the REA in- 
terest rate at some time, but this 
is not the time. 

However, the President’s cam- 
paign is not being entirely wasted. 
Several of the largest REA co-ops 
are indicating that they will heed 
a suggestion of REA Administra- 
tor David Hamil and use their own 
funds for expansion, rather than 
continue receiving the subsidy 2 
per cent government loans—a bene- 
fit they no longer need. 

Some of these co-ops reportedly 
have borrowed from the govern- 
ment at 2 per cent while investing 
their own surplus funds at 4 per 
cent or better. There is nothing 
in the law to prevent this. 

Administrator Hamil pointed out 
to the convention that 75 per cent 
of the 120,000 consumers added to 


rural electric lines last year were 
not farmers. Eventually, he 
warned, the public will demand 
that REA co-ops and other similar- 
ly helped programs stand on their 
own feet, and he advised the co-ops 
to start looking in that direction 
now. 

There are some minor cracks de- 
veloping in the ranks of the co-ops 
over the issue. Although of little 
weight now, they may prelude a 
trend which will mean that sugges- 
tions similar to those the President 
now wants will go through even- 
tually. 

For instance, even the extremely 
“liberal” Washington Post has edi- 
torially suggested that “the (REA) 
program has fulfilled its original 
goals of 1935 and there is a real 
question whether the government 
should continue its present REA 
role. . . . Once an REA co-op is 
established ought it not to seek its 
capital in the open market as other 
utilities do?” 

Other REA supporters of the 
past are also urging co-ops to re- 
examine their position and if pos- 
sible break away from the govern- 
ment gradually and voluntarily to 
avoid the black eye fights like the 
one now in progress will give them. 

Some REA backers are suggest- 
ing the co-ops back a program of 
graduated interest on government 
loans. Under this plan, the interest 
rates would vary depending on the 
amount of power sold by the dis- 
trict per mile of line. Thus, dis- 
tricts in sparsely settled, strictly 
rural regions could continue to get 
2 per cent loans, but more fortu- 
nate districts would pay propor- 
tionately higher rates, with the 
highest rates equal to those cur- 
rently charged in private money 
markets, backers say. 


There is still some support in 
Congress for creating an entirely 
new REA-type loan program, 
which would be set up so that it 
would eventually be taken over by 
the co-ops and become a private 
lending institution. 

Rep. W. R. Poage (D.), Tex., re- 
cently supported such a program. 
But he said that this plan is too 
far away from action and he be- 
lieves Congress will have to con- 
tinue to provide loans at 2 per cent 
for the time being anyway. & 
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Golden Gas Co.'s claim to fame 


J. ARTHUR THOMPSON 


HE Vestal Virgins of ancient 

Rome had a claim to fame: 
That they never let the flames die 
out on their altar to Vesta, the 
Goddess of the household and of 
cooking. 

Ernie Knutzen, president of 
Golden Gas Co., doesn’t claim to be 
descended from the Vestal Virgins, 
but he does have a flame that he 
has kept going for six years. And 
keeping that flame going has 
proven to be mighty good adver- 
tising. 

When Golden Gas Co. opened its 
new place of business in Septem- 
ber of 1953, at 11598 West Colfax, 
between Lakewood and Golden, 
Colo., Knutzen wanted a window 
display that was different. 

He took two pieces of glass, 
about 42 x 22 in. and set them in 
a thin metal frame so that the 
panes of glass were approximately 
¥, in, apart. These were sealed in 
gas tight. A 4-in. copper tubing 
was led into one corner ‘of the 
frame. 

In the center of the outer pane 
of glass a very small hole was bored 
and a piece of small glass tubing 
about 244 in. long was cemented in. 
The framed glass was hung in one 
of the display windows. A special 
regulator giving less than an ounce 
of pressure was placed in the line 
and the line then hooked up to the 
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...@ framed glass (below) hung in one of the 


company's display windows containing a flame 


that has been kept going for six years 





regular service tank for the build- 
ing. The flame was lighted and it 
has been burning ever since. 

At first glance the flame appears 
to be suspended in midair with no 
means of support and the tube 
feeding the gas to it is not visible. 

The location of the Golden Gas 
Co. office has little pedestrian traf- 
fic past it, yet hundreds of people 
stop to look at this small flame and 
to ask about it. High schools in the 
vicinity sometimes bring their 
science classes to look at it and to 
get a little first hand knowledge of 
some of the properties of gas. 

What better advertising could 
one ask for? 

Knutzen suggests that if any- 
one builds a similar display, he 
should be sure to keep the pres- 
sure down under an ounce. That is 
plenty for the requirements of the 
small flame, and avoids the possi- 
bility of leaks around the frame or 
damage to the glass. a 


The location of the Golden Gas Co. office 
has little pedestrian traffic past it, yet 
hundreds of people stop to look at the 
small flame and to ask about it. 
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SIZING an 
appliance piping system 


CHARLES MacSPORRAN ®* Engineering Dept., Phillips Petroleum Co. 





There's no room for guesswork in sizing pipe, whether 
it's for long distribution runs or for house service lines. 
Pressure drop is a critical matter that calls for precise 
computations. By using the curves published with this 
article, any gasman can easily size house lines for any 
given combination of appliances. 


HE dealer who knows his business wel! is aware 

of the importance of carefully and properly 
sizing each component part of an L. P. gas system 
so that it will be adequate to meet gas demand under 
the most unfavorable conditions. He knows that the 
fuel container must have ample vaporizing capacity, 
that the pressure regulators must be large enough 
to satisfy maximum demand within the permissible 
outlet pressure range, and that the piping system 
must not be so small that it could be a bottleneck. 

Sizing each component part is a separate, detailed 
study of its own; therefore, this discussion will be 
limited to the piping system. Nor will it cover the 
type of piping or its fittings which may be used. It 
will merely consider the methods of sizing the pip- 
ing system. 

The piping systems to be considered are typical 
for domestic and small commercial L. P. gas installa- 
tions, embracing both single- and double-stage pres- 
sure regulation. The problems to be worked out will 
be a guide for your future use when figuring like 
installations, whether they be simpler or more com- 
plex than those presented. No attempt will be made 
to size liquid propane piping since that is foreign to 
the domestic and small commercial installations. 

Sizing any piping system necessarily requires a 
formula, whether it be expressed by symbols, a 
chart, or by a table of numerical values. In this 
discussion the formulas and their charts will be pre- 
sented. The written formula may be used by those 
who are mathematically inclined and enjoy solving 
a problem the long way. The charts are for the con- 
venience of the many who seek the quick and time- 
saving method. We shall use the charts in figuring 
out the problems which follow. 

Formulas 
(a) Low Pressure Gas Flow: 


g-cY¥ SP a wx 
SL 





Where: Q = Btu per hour 
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C = Constant. 2,522,000 

d = Inside diameter, inches 

», = Initial pressure, inches water column 

»,» = Final pressure, inches water column 

S = Specific gravity, air = 1.00, propane = 1.52, 
butane = 2.01 

L = Length, feet 


(b) Medium Pressure Gas Flow: 
wea cote 
Q = 42 (p or ) x 


Cubic feet per hour 


5280 (P,? — P3?) 
ce ar Ss 
Where: Q 

Inside diameter, inches 

Initial pressure, pounds per square inch 

Final pressure, pounds per square inch 

Length, feet 

Specific gravity, air = 1,00, propane = 1.52, 

butane = 2.01 


Charts (See Figs. 1 and 2) 


The chart, Fig. 1, will be used for sizing medium 
pressure piping, such as between the first and second 
stage of a two stage pressure regulator system. The 
gas flow rates plotted for the piping sizes and their 
lengths are calculated on the basis of 15 psig inlet 
pressure and 1.5 psig pressure drop. But Table I 
provides multipliers for various initial pressures 
and pressure drops, so that the chart can be readily 
used for a fairly wide range of gas flowing pressure 
conditions. 

The chart, Fig. 2, will be used for low pressure 
piping, serving the gas appliances at 11 in. we. 


Both charts provide for sizing both standard 
weight pipe and two weights of tubing. For the con- 
venience of this study we shall consider only tubing. 


Using the charts 


First of all, it is necessary that we discuss the 
following measurements, so that they may be clearly 
(Text continued on page 42) 
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Mr. Henry C. Haar, partner, Acme Butane 
& Appliances, Fresno, California, says: 


“Our Ford C-800 services 100 more accounts 


"This Ford Tilt with Transmatic 
Drive gives us 550 gallons more 
product per trip, faster trip time 

and greater maneuverability 

“We selected a Ford Tilt Cab model because 
it provided better weight distribution and 
let us carry about 550 gallons more product 
on 2 ft. less over-all length. This is important 


because we operate in the mountains where 
a short turning radius is a tremendous factor. 


“The performance of our Ford C-800 has 
been very good! Transmatic Drive means 


more deliveries per day because we get up 
to speed faster, and hold it longer. For exam- 
ple, this unit with 550 gallons more payload 
will take the Walker grade on Route 41 at 
20 mph versus 6 mph for one of our other 
units. The hydraulic retarder is a real help 
on the way down. 


“Also, we liked the beauty and the visibility 
you get with this Ford Tilt Cab model. We 
checked the others and thought the Ford 
was better built. Another advantage in favor 
of Ford was the price—we saved well over 
$1000.00 on initial cost alone.” 





All tests 
conducted and results 


CERTIFIED 





*NAME AVAILABLE ON REQUEST 

Send inquiry to: P.O. Box 2687 

Ford Division, Ford Motor Co. 
Detroit 31, Michigan 





‘59 Ford Pickups Win 
Economy Showdown U.S.A. 


-average 25.2% better 
gas mileage! 


Impartial tests of the 1959 pickup models of all six makes prove 
conclusively that Ford’s %-ton pickups equipped with Short 
Stroke Sixes are the economy champs for ’59. 


HOW TESTS WERE MADE 


Standard six-cylinder models of the six leading half-ton 
pickups first were put through exhaustive road trials. All ’59 
trucks—Ford and competitive—were bought from dealers, just 
as you would buy them. After at least 600 miles break-in, all 
were brought up to manufacturer's recommended specifications. 


The trucks were then tested — by America’s leading inde- 
pendent automotive testing firm—at constant speeds of 30, 45 
and 60 miles an hour. Next came stop-and-go tests, ranging 
from moderate city traffic to normal retail delivery operation. 
Acceleration rates were carefully timed in each gear to insure 
accurate results for all makes. 





HOW NEW ‘59 SIXES RATE IN GAS MILEAGE 
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The ’59 Ford Sixes, in every test, averaged more miles per 
gallon than every other make! Combining all tests, the ‘59 
Fords led the average of all other ’59 pickups by 25.2%. 


WHAT'S THE SECRET? 


How can a ’59 Ford Six make four gallons do the work of 
five in other trucks? 


First, of all pickup Sixes, only Ford has modern Short Stroke 
design. This new type of engine is basically far more efficient 
than long-stroke Sixes of other pickups. Example: Ford’s Six 
delivers more usable horsepower than any other pickup Six. 


Second, to this modern engine Ford has added a new econ- 
omy carburetor. By metering fuel more precisely in both low- 
and high-speed ranges, Ford’s new carburetor boosts gasoline 

: 1 mileage in every type of driving. And Ford’s Economy Car- 
LESS TO OWN ... LESS TO RUN... %<j:  buretor is standard at no extra cost. 
LAST LONGER, TOO! d ‘ Your Ford Dealer now has the complete report of Economy 
= | :. Showdown U.S.A. Why not call or visit him today and get the 
whole story firsthand? 
































FIG. 2. PROPANE VAPOR FLOW AT I! IN. WC INITIAL PRESSURE AND | IN. WC PRESSURE DROP 


NOMINAL COPPER TUBING AND PIPE SIZES 
(P = STO. WT. PIPE, L = TYPE “L” TUBING, K = TYPE "K” TUBING) 
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THS CHART IS BASED ON THE POLLOWING FORMULA 
Saal [forte 
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4 = 1.0. IN INCHES 
P,™ INITIAL PRESSURE IN INCHES OF WATER 
Pa= FINAL PRESSURE IN INCHES OF WATER 


COPYRIGHT 1956 PHL.LIPS PETROLEUM CO. 


Q = BTU/HR. 
C = 2,522,000 


understood as to what they mean and how they are 
determined. They are: 

1. Allowable pressure drop 

2. Length of piping 

3. Maximum rate of flow 

1. Allowable pressure drop. Pressure drop (or pres- 
sure loss) is a measure of resistance to flow of the 
gas or liquid. It is the result of friction, turbulence 
and other restrictions. The smoother the inner sur- 
face of the pipe, the less friction; the fewer bends, 
kinks, valves and fittings, the less turbulence and 
restrictions. The allowable pressure drop is a limit 
demanded by operating and other conditions. In 
the case of the subject piping systems, the allowable 
pressure drop in low pressure piping is determined 
by the permissible variation in pressure at the ap- 
pliances, for satisfactory performance of the burn- 
ers. In the case of medium pressure piping between 
the first and second pressure regulators, it is usually 
a set figure of approximately 10 per cent of the first 
stage regulator setting or initial pressure. 

The maximum permissible pressure variation in 
the L.P. gas appliance burner manifold is minus 3 
in. we, from the standard setting of 11 in. we. But 
we should use a figure considerably less than that, if 
possible. The narrower the pressure variations the 
more constant is the rate of heat input to the gas 
burner. For example, if the pressure variation is only 
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S = SPECIFIC GRAVITY, A!® = 1.00, PROPANE = 1,52 
L = LENGTH IN YARDS 


1 in. we less than 11 in. we the drop in heat input 
is only 4 per cent, but if the variation is 3 in. less 
than 11 in. the heat input drops by approximately 
15 per cent. 

Although it is mentioned that —3 in. we is a 
tolerable pressure variation, it would be unwise to 
use this figure as the maximum allowable pressure 
drop if it were possible to do so. The first considera- 
tion must always be given the burner performance. 
Many L.P. gas companies use 1 in. we as the maxi- 
mum, whereas others choose 0.5 in. In this discussion 





TABLE 2. EQUIVALENT LENGTH OF PIPE, FOR 
PRESSURE DROP THROUGH FITTINGS 


Tee i es 
Normal Globe Valve 90-deg. Ell Side Outlet Straight Through 
Pipe Size Feet Feet Feet Feet 








% in. 12 0.50 it 0.3 
Vo in. 16 0.89 0.4 
¥, in. 20 13 1.9 0.6 
1 in. 28 1,7 0.8 
14 in. 38 2.4 1.2 
1/o in. 44 2.9 : 1.4 
2 in. 56 4.0 2.0 
2\/o in. 68 5.0 F 2.5 
3 in. 82 6.7 ? 33 
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ee itttle things inean a lor 


The little extras in service and co-operation offered by Sid Richard- 
son Gasoline Co. give our customers many extra worth-while benefits. 


In addition to our day-to-day, week-to-week, month-to-month co- 
operation, we are always on time with top quality products delivered 
at a competitive price. We invite an opportunity to tell you about 
the little extra things we do to make your operations easier and your 
profits greater. 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING e¢ FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS B. E. PATTON G. C. ANDERSON 
5123 NO. NEW JERSEY 1118 GREEN STREET 6446 XERXES SO. 7737 HAMILTON ST. 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNEAPOLIS, MINN. OMAHA, NEBRASKA 


APRIL, 1959 





INITIAL 
SETTING 


150 ps; 


OUTLET PRESSURE 
INCHES OF WATER COLUMN 
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° 50 100 1soO 200 250 300 350 
PROPANE RATE OF FLOW + CUBIC FT, PER HOUR 


Fig. 3. Typical performance curve of single-stage low pressure 
regulator-propane. 





1 in. pressure drop is suggested as the maximum in 
piping systems not metered, and 0.5 in. for low 
pressure metered installations. 

To arrive at the 1 in. we maximum allowable pres- 
sure drop we need only look at the typical single stage 
pressure regulator performance curve, shown in Fig. 
8, to understand the reason for it. It will be seen that 
the outlet pressure drops with increase in flow. It 
will be seen, too, that the outlet pressure also drops 
with a decrease in inlet pressure. From the standard 
setting of 11 in. we at 30 cfh at 75 psig inlet pressure, 
the outlet pressure drops 2 in. we at a flow of 200 
cfh at 10 psig inlet. This being the case, we quickly 
figure that only 1 in. pressure drop can be tolerated 
in the piping system, if we accept —3-in. we being 
the maximum permissible pressure variation at the 
appliance. Most single stage regulators are rated 
with low inlet pressure at 10 psig and minimum 
outlet pressure of 9-in. 

In two-stage pressure regulator systems, the varia- 
tion in outlet pressure of the second stage unit is 
relatively constant, by virtue of the inlet pressure 
being nearly the same at all times. However, we 
should have no intention of taking advantage of this 
fact, to increase the allowable pressure drop in the 
piping system. 

2. Length of piping. In addition to the developed 
length of piping between the pressure regulator and 
the appliance, we must add an “equivalent length of 
piping” for fittings, valves and other restrictions as 
a convenient measurement of pressure drop through 
such restrictions. Refer to Table 2 for the equivalent 
length of pipe of various size fittings. 

3. Maximum rate of flow. This is a measurement 
of the maximum heat input to the appliance burners, 
expressed in Btu per hour, or cubic feet per hour. To 
convert Btu value to cubic feet, divide by the 
respective per-cubic-foot heating values of the vapors 
at 60 deg. F and 14.7 psia. For propane vapor, use 
2522, for butane vapor use 3261. 

The heat input ratings can be taken directly from 
the appliance nameplate, or from the manufacturer’s 
catalog. 

The question may be asked if a load factor should 
be applied when figuring the maximum rate of flow. 
During the period of any one day it is seldom that 
all appliances will be operating at their rated heat 
input and at the same time. Therefore, it might be 
asked, should a load factor be applied when figuring 


44 


the maximum rate of flow? In the interest of safety 
and burner performance it is always advisable to size 
the pressure regulator and the piping for the maxi- 
mum possible flow. The regulator cannot handle flow 
rates in excess of its capacity, even momentarily, 
without excessive pressure drop. It is unlike the fuel 
container, which can respond momentarily to demand 
in excess of its normal vaporizing capacity. Increased 
flow rates through the piping system means increased 
pressure drop. Since Flow = K vy Pressure Drop it 
would mean, for instance, that with the system sized 
for 1-in. we pressure drop an increase of 50 per cent 
in flow rate would result in a pressure drop of 2.25 in. 
we. Double the flow rate would result in a pressure 
drop of 4 in. So rather than risk excessive pressure 
variations, and possibly unsafe operation, it becomes 
advisable to ignore the load factor in sizing piping 
systems, particularly domestic and small commercial 
L.P. gas installations. 

Before using the flow charts one important equa- 
tion should be understood, in relation to length of 
piping versus pressure drop. The formula 


a ~ Ree ED 
ao oN ee 





can be expressed as 


oi, ~~. 3 ) x L = P, — Pz or, K X Length 
Pressure Drop 

K being constant = 

Q@ xs 
exdx3 
Therefore, for one size of pipe having Q, 8S, C & d 
constant, the pressure drop is directly proportional to 
the length. For instance, with constant flow con- 
ditions, such as flow rate, diameter of pipe, and 
specific gravity involving a 20 ft length of pipe with 
l-in. we pressure drop, at 10 ft the pressure drop 


) and P,; — P: = Pressure Drop 


will bes. Xin. = 0.5in. At 80 ft length the pres- 


sure drop will be 


drop will be 5 X Lin. we = 1% in. we. 

To read the charts, it is a simple matter of finding 
the propane gas flow point on the bottom horizontal 
scale and the length of piping involved in the left 
hand vertical scale, then finding the point of inter- 
section by projecting the points vertically and 
horizontally, respectively. If the point of intersection 
is on the oblique lines, marked P, K or L as the case 
may be, or to the left of it, that particular size of 
pipe or tubing is satisfactory; but, if the point of 
intersection is on the right hand side of the line, then 
that size of pipe or tubing is too small. 


The point of intersection which coincides with any 
of the oblique lines and at any point along their 
length will measure the maximum rate of flow and 
maximum length of piping or tubing, as the case may 
be, for the pressure drop upon which the chart is 
based. For instance, by referring to Fig. 2 and taking 
a random point of intersection as the oblique line 
14 L at 60 ft length, we find that for 1-in. we pres- 
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Lower Battery Drain—No need now for heavy duty Completely transistorized receiver and 


batteries and generators. Current drain on “stand-by” po wer supply. P: Another Motorola First! 
is 1/3 that of tube-type receivers, 1/15 with battery 


‘ial Here is 2-way radio with efficiency and reliability never before 
ao dese approached in mobile radio. No more tubes in the receiver 
—no more vibrators in the power supply . . . all are replaced 
Pala as soi by long life, dependable transistors. No longer is it 
PEP Co Se Paeny Mreses cereery: necessary to idle the vehicle to keep the radio operating. 

: : : Savings in gasoline, engine wear and batteries add up fast. 
See Le oenrnnanty UP Oe Calin Se Let us prove to you how morrac radio will cut your radio 
size of other models. Mounting in tight quarters easier operating costs . . . while giving you reliability never 
than ever. before possible. Write today. 


MOTOROLA 2-WAY RADIO 


Motorola Communications & Electronics, Inc. e A Subsidiary of Motorola Inc., 4501 Augusta Bivd., Chicago 51, Ill. 


Greater Reliability—Transistors, printed circuits and 


MOTRAC is a trademark of Motorola Inc. 
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PRESSURE REGULATOR 





‘of 














RANGE 
48000 BTL/He. 


WATER HEATER 
32,000 BTU/HR. 


Fig. 4. 





sure drop 60 ft of 14-in. type L tubing will pass only 
100,000 Btu per hour. But at 30-ft length at a flow 
rate of 100,000 Btu per hour the pressure drop will 


ey | yes ie ag 
— X lin. or0.5in. (pressure drop is directly pro- 
portional to the length). 

For single runs of piping having pressure drops 
the same as those upon which the charts were cal- 
culated, the size of pipe or tubing can be chosen 
directly. However, for lengths of line having a 
fraction of the basic pressure drop, it is necessary 
to take a preliminary step by dividing the known 
length by the fractional pressure drop, in order to 
obtain the equivalent length of line at the basic 
pressure drop. Having found the equivalent length, 
the piping size then can be chosen directly (again, 
pressure drop is proportional to length). 

For example, refer to Fig. 2 once more. If a 30-ft 
length of line passing 100,000 Btu per hour L have 
0.5-in. pressure drop, what is the size of tubing 
required? Equivalent length is 55 = 60 ft. The 
point of intersection of 60 ft and 100,000 Btu-per- 
hour is found to be 14-in. type L tubing. 


Sizing piping systems 

Although it has been stated that the maximum 
allowable pressure drop of the low pressure piping 
system is l-in. wc, it may not be possible to choose 
piping sizes having a pressure drop of exactly 
l-in. we. One size of standard pipe or tubing may 
be too small and the next larger size too large to 
satisfy the exact pressure drop. 

In sizing single lengths of line such as connecting 
the two pressure regulators of a two stage regulator 
system, the piping size can be read directly from the 
chart in Fig. 1. Or, for single lengths connecting the 
second stage regulator and the gas appliance, the 
piping size can be read directly from the chart in 
Fig. 2. 

In sizing complex piping systems having many 
laterals served by one or more manifolds, the process 
of sizing is not so simple. Then it becomes necessary 
to size the system for each individual length of run 
and its carrying capacity. In the complex system we 
must start sizing the system at the pressure regulator 
outlet (the piping run carrying the greatest gas flow 
rate), then figuring in succession each run having 
the next largest gas flow rate, and so on. By this 
method of sizing, it may be found that the total 
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pressure drop between the regulator and one er more 
of the appliances exceeds 1 in. 

In the complex system the assumption is made, 
and correctly so, that each length of manifold piping 
is accurately sized for its length and carrying capacity 
and for its proportion of the maximum allowable 
pressure drop. In other words, the methods provide 
for the minimum size of piping throughout except 
for the lateral connections between the manifold and 
the appliance, which by necessity may be oversized. 


Problem No. I (See Fig. 4) 


A gas range (48,000-Btu-per-hour rated heat in- 
put) and a water heater (32,000-Btu-per-hour) are 
served by one single stage pressure regulator set 
ll-in we. Size the piping system for an allowable 
pressure drop not exceeding 1 in. between the 
regulator and the appliances. The piping lengths 
shown on the diagram include the “equivalent length 
of piping” for tees and elbows in the piping. 

1st Step. Size piping between the regulator and 
point 1. 

Total rate of flow — 32,000 plus 48,000 Btu — 
80,000 Btu per hour. 

Length of line = 10 ft. 

Referring to Fig. 2, it becomes quickly obvious that 
\4-in. tubing is too small, since the 80,000-Btu-per- 
hour point on the horizontal scale is to the right of 
its oblique line. The next size, 34-in. type L, appears 
satisfactory. Projecting a vertical line from the 
80,000-Btu point on the scale to the point of inter- 
section with the oblique %-in. type L line, we find 
that the corresponding length of line is 29.5 ft for 
l-in. we pressure drop. Therefore, the pressure drop 


10 : 
between the regulator and point (1) is yg 0.34 in. 


2nd Step. Size the piping between point (1) and 
the gas range. 

Rate of flow = 48,000 Btu per hour. 

Length of line = 6 + 12 = 18 ft. 

Referring to Fig. 5, we find that 14-in. type L 
tubing is too small, since the point of its intersection 
at 48,000 Btu per hour corresponds to a length of 
17 ft (which is 1l-in. wc). Having only 1.0 minus 
0.34-in. we or 0.66-in. we to spare, we must choose 
34-in. tubing. The pressure drop is 18 ft of 3-in. L 


8 
tubing will be = 0.22 in. we. Total pressure drop 


between the regulator and the gas range is now 
0.34 + 0.22 = 0.56-in. we. 

8rd Step. Size the piping between point (1) and 
the water heater. 

Rate of flow — 32,000 Btu per hour. 

Length = 14 + 6 = 20 ft. 

Referring to Fig. 2, it is quickly obvious that 14-in. 
tubing is large enough. 

The point of intersection of the %4-in. L line and 
32,000-Btu-per-hour projection shows a corresponding 
length of 37 ft. Pressure drop between point (1) and 
the water heater is x = 0.54 in. we. 
drop between the regulator and appliance is 0.34 + 
0.54 = 0.88-in. we. 


Total pressure 
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NOW... Perfection in SILENT GAS VALVES | 








New 


Silent Knight 


by WHITE-RODGERS 


At last . . . a gas valve that combines Basic valve @ with non-recycling @ or auto- 
i matic recycling @ manual operator; basic valve 
all the desired features ee e completely for plug-in pilot ® plus non-recycling @ or auto- 


silent operation . . . functional beauty. . . mep! © maneal epeater; law ae 


unequalled reliability . . . service-free Available soon: built-in pressure regulator, “A” 
performance. and “‘B”’ cocks, adjustable step-opening. 


EVERY DESIRABLE FEATURE 


Built to White-Rodgers exacting e Completely silent, even in high ambient 
temperatures 


standards of quality, field-tested and Same current rating for all models 


° 2 ! Simple wiring . . . top mounted terminals 
-— fected . . . yet priced to sell! Mounts in any position on horizontal gas line 
No bleed tube needed 


Mail coupon now! AGA-listed for all gases 


Interchangeable; body lengths and dimensions 
conform to NEMA standards 


Designed by Ear! Claus 


a Ae ee oe 2 ORO 


WHI-177 
WHITE-RODGERS 
COMPANY 
1209 Cass Avenue, 
St. Louis 6, Missouri Company 


Please send me 
complete details on Address 
ST. LOUIS 6, MISSOURI your new “Silent 


TORONTO 8, CANADA Knight” gas vaives. City 





Problem No. 2 (See Fig. 5) 


Size the piping system to serve the appliances as 
shown on the diagram. First stage regulator setting 
is 15 psig. Second stage regulator setting is 11-in. we. 
Maximum allowable pressure drops in the line between 


1st Step. Sizing the medium pressure tubing (refer to Fig. 1): 
Rate of Flow 
Run Btu/hour (feet) 


the regulators shall be 1.5 psig and between the 

second stage regulator and the appliances 1-in. we. 
Proceed to solve the problem by first sizing the 

medium pressure tubing between the first (R1) and 


Tubing Size 





Ri to R2 
¥% in. pipe too small. 


181 ,000 40 


2nd Step. Sizing the manifold gm (refer to Fig. 2): 
Rate of Flow 


Length 
Run Btu/hour (feet) 


3% in. Type K 


Pressure Drop 


Inches wc Tubing Size 





R2-5 181,000 


111,000 


70,000 


7-6 52,000 


* Size change to satisfy total pressure drop. 


3rd Step. Sizing the lateral tubing connecting each appliance to its manifold system: 
Length 


Rate of Flow 
Btu/hour (feet) 


Appliance 





6 
a. X lin. we = 0.315 V% in. Type L 


12 


= x 1 = 0.240 ¥% in. Type L 


sf 
— X 1 = 0.220 ay ada 
32 3% in. Type L 


3% in. Type L 


8 
— X1 = 0.230 
35 * Change to 1 in. 


16 
Pon X 1 = 0.52 * Change to 3% in. 


4 in. Type L 


8 
— X 1 = 0.210 % in. Type L 
38 


6 
— X1 = 0.415 * Change to 3% in. 
14.5 Y, in Type L 


Pressure Drop 


Inches we Tubing Size 





A 20 


20 
— = 0.20 


Yin. b 
100 


Very Small Yine L 


13 
— X1 = 0.216 \ in. 
60 


5 
— X 1 = 0.062 ¥% in. 
81 


Very small 14 in. 


12 
— X1 = 0.120 ly, in. 
100 


5 
— X1 = 0.136 Yin. 
37 


16 


— x 1 = 0.160 Yin. L 
100 
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4th Step. Totalize the pressure drops in the runs to each 


Pressure Drop 


*Pressure Drop After 
Inches WC 


Appliance Run Adjustment, Inches WC 


A 5 
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cal af et wh ea 
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-62 
0.32 
0.21 
0.07 
0.12 

72 
32 
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oooo 
—on 
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| 
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0.32 
0.21 
0.16 


0.69 





second stage (R2) regulators. Next, size the low 
pressure manifold system starting at the regulator 
(R2). Then proceed to size the lateral tubing con- 
necting each appliance to its manifold system. As 
each length of tubing is sized, determine its pressure 
drop, as explained in problem No. 1. After the entire 
piping system is sized, totalize the individual pres- 
sure drops between regulator R2 and each appliance, 
to make sure that the total does not exceed 1 in. 
Should the total pressure drop exceed 1 in. at any 
one appliance, it will be necessary to increase the 
size of the tubing in one or more of the runs. 

*The 4th step reveals that the total pressure drop 
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1ST. STAGE REGucaTOR 








E REFRIGERATOR «= 3M. BTU /HR 
© Space HeaTen 20M 4 ft 
G WaTer *& 3am es 
H CLOTHES Drvarm 10m" * 


PANEL HEATER. 20m BTU fue. 
Space “ ism o 8 
PAaNEuY «# 25m * 8 
RANGE 46m " # 
Fig. 5. 





to all appliances except E and H exceed 1-in. There- 
fore, one or more runs of tubing must be enlarged. 

By changing run R-2 — 5 from %-in. to %-in. the 
pressure drop would be reduced from 0.31 to 0.11. 


- This reduction would nearly satisfy all cases, but 


the 5-in. size would mean an awkward tee connection 
at point 5. 

Increasing run 4 — 8 from \4-in. to %@-in. will 
reduce the pressure drop considerably to satisfy 
appliances A and B. 

Increasing run 4 — 1 from %-in. to %-in. will 
reduce the pressure drop by approximately 0.38-in. 
we, which will satisfy appliances C and D. 

Increasing run 7 — 6 from \4-in. to %-in. will 
reduce the pressure drop considerably to satisfy 
F and G. 

As mentioned before, it is not always possible to 
arrive at an exact pressure drop of l-in. we to each 
appliance in a complex system such as the problem 
just solved. The pipe or tubing sizes to select from 
may be either too large or too small. 


Conclusion 


The steps taken in working out problems No. 1 and 
2 may have seemed somewhat lengthy and laborious, 
but they have helped you become familiar with the 
method used. As you work out problems of your own 
on the job you will find that the method is really 
quite simple and direct. 

The same methods may be used for much larger 
and more complex piping systems than have been 
illustrated. However, in large installations careful 
consideration must also be given to the piping layout, 
the need for separate low pressure regulators serving 
large heating loads, and the turndown requirements 
from maximum to minimum gas demand (which may 
dictate the pressure regulator selection), etc. The 
design of the gas distribution system is a separate 
study of its own, but one which your product supplier 
can help you figure out if necessary. ¥ 
*The work tables for steps 2 and 4 reflect the changes made 


above. From the work table of step 4 it will be seen that the 
total pressure drop to each appliance is now less than 1 in. 
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These tiers of cylinders (left) 
represent expansion with limited 
capital for Ray Knudson, owner, 
Woodley Hills Bottled Gas Co., 
located a few miles south of 
Alexandria, Va. Through a cylin- 
der leasing program, capital was 
released to enable Mr. Knudson 


to expand his business. 


Leasing makes diversification possible, 


helps this small dealer grow 


AYMOND KNUDSON is a 

man who is quick to grab at 
the brass ring of opportunity when- 
ever it whirls past. 

There was the time in 1952, when 
a friend who operated a trailer park 
was looking for someone to supply 
his customers with L. P. gas. That’s 
when Ray Knudson decided to go 
into the gas business. 

Later on, the trailer parks he was 
serving began wanting fuel oil. So 
he went into that business, too. 

A year or so ago, wanting a new 
location, he found a 15-unit motel, 
reasonably priced, with ample space 
alongside for operating a fuel busi- 
ness. So he bought it, and now he’s 
a motel man. 

Today, new markets are continu- 
ing to open up for LPG in his ter- 
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ritory. Servicing them requires 
capital, which Ray Knudson doesn’t 
have. But—ever the opportunist— 
he has found a way to use someone 
else’s capital to tap them. 
Knudson is a shoestring operator. 
For upwards of five years he 
worked almost without profit, and 
the going was slow. He took only 
those accounts he knew he could 
handle, because he was chronically 
undercapitalized. He had to be an 
opportunist to survive and grow. 
Today, despite the recession and 
higher-than-normal receivables, he 
is coming out of the woods. He is 
at long last beginning to build a 
little operating capital, thanks in 
large part to a cylinder-leasing pro- 
gram which is enabling him to take 
full advantage of some profitable 


short-term loads and to extend his 
base load operations into the domes- 
tic field. 

Basically, Knudson’s market still 
lies in the trailer park business. His 
Woodley Hills Bottled Gas Co., lo- 
cated a few miles south of Alexan- 
dria, Va., and hardly more than a 
silver dollar’s throw from Mt. Ver- 
non, historic home of George Wash- 
ington, is in the middle of a large 
and growing trailer court market. 
His plant fronts on Route 1, the 
Richmond highway, not far from 
Washington, D. C. The region 
abounds in trailer courts, for Wash- 
ington is at the same time a city 
of constantly shifting population, a 
tourist mecca, and the temporary 
duty headquarters of a large slice 
of the military. 
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YOUR “SELLING-EST’’ 
LINE FOR 
59 


Viattvve Gas Heaters 


OUT FRONT with every feature that counts! 
Check all that’s new! Compare all that’s 
standard! You'll buy! You'll sell—and how! 
For, each magnificent new Temco model 
reflects styling and engineering advances 
that definitely out-look, out-rank, out-per- 
form all others! Your customers have more 
to say. More to sell! Don’t miss a mention 
of these important new Citation features: 


Smart! Low-silhovette 
styling! 

Beautiful! Two-tone dec- 
orator colors! 
Streamlined! Heat Cham- 
ber for quiet operation! 
New! Ceramiclad Radi- 
ant-Black Surface Steel 
Heat Exchanger! 


Durable! High-tempera- 
ture Silicone enamel fin- 
ish! 


Easy Lighting! Out Front 
Control Center! 
Powerful! 200 CFM 
Blower Attachment, op- 
tional! 


. with FREE “‘Dealer Dollars” on every model! 


Stock the line! Stack the dollars! Get free ‘Dealer 
Dollars” on any gas heating unit you order from 
the complete Temco line during the first six months 
of 1959! “Dealer Dollars’’ look like cash . . . and 
they spend like cash! Each is worth an actual 
one-dollar cash value on any Temco purchase you 


A full line with FREE 
‘(Dealer Dollars’’ 
on every unit! 


make during the last six months of 1959! You 
earn ‘Dealer Dollars’ the first six months .. . 
you spend ‘em the last six months! Contact your 
Temco distributor for full details on ‘‘Dealer 
Dollars’’ and how they help you buy and save on 
the ‘‘selling-est’’ line for '59! 


Taleo 


“THE COMPLETE LINE OF 
GAS HEATING EQUIPMENT” 


ROOM HEATERS + FLOOR FURNACES © WALL HEATERS © UNIT HEATERS © WARM AIR FURNACES © AIR CONDITIONING © GAS WATER HEATERS 
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The "New Home of 
Woodley Hills Bot- 
tled Gas” is not too 
prepossessing now, 
but it's a substantial 
step forward for 
Mr. Knudson. By 
leasing his cylinders, 
he was able to in- 
vest in the property 
itself, thereby gain- 
ing a showroom, a 
motel, and ample 
room for expansion. 





When Knudson first went into the 
business, his “plant” was located 
on the trailer park grounds and his 
rolling stock was a pickup truck, 
which he used to shuttle bottles 
back and forth to the Suburban 
Propane bulk plant some 18 or 20 
miles away. Soon after he had es- 
tablished himself in the trailer 
park, he began branching out into 
other parks nearby. 

This was strictly a one-man show 
(abetted by his wife, a government 
employee, who kept books for him 


after hours). Capital investment 
was negligible, and so was profit. 
Alone he made three or four trips 
each week to the Suburban plant, 
and serviced what accounts he could 
handle without assistance. That was 


the sum total of his business 
operation. 

But opportunity kept knocking, 
and undercapitalized though he was, 
Knudson felt compelled to take it 
as it came. in 1953, he spotted a 
market among his trailer park cus- 
tomers for fuel oil, so he took the 
jump—but, in typical fashion, cau- 
tiously. He bought one tank truck 
and began filling orders as he got 
them. At about the same time, he 
found some homes that needed gas, 
so he strained his modest finances 
as far as he justifiably could to sup- 
ply them in 100-lb cylinders. As 
usual, his finances, not the market 
potential, were the limiting factor. 

The next move was a natural one. 
Trailer owners preferred to have 
their bottles filled on the spot, and 
now that he had a solid, sizable 
clientele, Knudson felt he could per- 
form this service. So in 1954 he 
bought a 1000-gal. tank truck and 
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began hauling his own gas from 
the bulk plant. 

By April of 1956, Woodley Hills 
Bottled Gas had outgrown its 
trailer park location, so Knudson 
packed up and moved down the 
highway a few blocks. Here he in- 
stalled a 500-gal. tank and a port- 
able bottle filling unit. This at- 
tracted transients who liked to stop 
en route and pick up their own gas. 

He also began to sell a few ap- 
pliances out of catalogs, and he con- 
tinued to invade the domestic and 
commercial markets, still carefully 
refraining from overextending him- 
self. 

During the ensuing year and a 
half, he kept up his slow, but steady, 
growth. Ultimately he was servicing 
some 25 trailer parks, scattered 
throughout the adjoining counties 
of Fairfax and Prince William, con- 
taining among them between 1000 
and 1500 separate trailer homes. He 
had about 500 domestic cooking 
and water heating customers, using 
100-Ib. cylinders. His commercial 
trade, including motels and restau- 
rants, numbered about 100. He was 
employing three men, one full-time 
and two part-time, plus an office 
girl. He was carrying a moderately 
large credit load on his books. 

It was a sound business. The 
trailer market was—and is—still 
growing, and it becomes a more 
substantial type of business as the 
years go by. As a group, Trailerites 
are not the footloose wanderers they 
once might have been. They stay 
put for months, or years, at a time. 
They are steady people, and for the 
most part good credit risks. Knud- 
son has made credit selling the 


foundation of his business, and he 
hasn’t had cause to be sorry yet. 

“T assume that 90 per cent of the 
people are honest,” says Knudson. 
“But I still use judgment and cau- 
tion in okaying their credit.” One 
basis of this judgment is the trailer 
park itself. The better trailer parks 
attract a better and more reliable 
clientele, he believes. 

More and more service families 
are using trailers now, according 
to Knudson—partly, he says, be- 
cause the government is now giving 
an extra travel allowance for toting 
a trailer along. This type of life 
is a logical choice for the typical 
peripatetic serviceman. 

Trailer life is also winning dev- 
otees from among the ranks of the 
more affluent segments of the popu- 
lation. Many people today are will- 
ing and eager to pay $10,000 or 
more for a luxurious home on 
wheels, and the trailer coach manu- 
facturers are catering to their every 
whim. Some models today even 
come equipped with washing ma- 
chines. 

Consequently, the gas load con- 
tinues to grow. Cooking-only cus- 
tomers were once the majority, but 
not any more. Water heating is 
picking up fast; so is space heating. 
This all means a deeper market 
saturation. When a_ cooking-only 
customer adds water heating, he 
goes from a bottle every three 
weeks to one a week. Add space 
heating and you have two a week. 

Yes, it was a good business, but 
it had its problems. Carrying a 
credit load that averages 50 per cent 
of total] sales, and sometimes goes 
as high as 75 per cent, put a per- 
manent dent in his operating capi- 
tal. Furthermore, having to keep 
accounts and produce statements 
for 1000 to 1500 small-volume users 
was very costly. This problem 
Knudson has partially solved by 
changing over to a simplified billing 
system which cuts paperwork to a 
minimum, enables him to render 
several statements from a single 
writing, and has a built-in follow-up 
system. 

Another problem was peak loads. 
Even without space heating, usage 
grows in the winter, when the cook- 
stove provides some measure of 
warmth. In the summer, especially 
during a typical heat wave for 
which Washington is so famous, not 
only does this load collapse, but 
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wih SAFTI-VENT 


Safti-Vent, the hottest profit brand in the al- 
ready hot market for sealed gas heaters, offers 
you a “package” that will build your profits 
almost automatically, and we mean exactly that! 


Safti-Vent will prove this statement! Proof 
through experience! Safti-Vent, and only Safti- 
Vent, has a proved profit record of 7 years of 
phenomenal growth! 


If your Safti-Vent distributor has not yet 
brought you this proof of profit, you contact 
him! 

Let him prove, fo your complete satisfaction, 
that you can’t miss with Safti-Vent because: 


1. Each of the 8 units in Safti-Vent’s complete 
line is packed with superior and exclusive fea- 
tures that lift Safti-Vent above all competition. 


2. Your markets for Safti-Vent are as broad 
as the need for comfortable heat. He’ll show 
you at least 39 types of Safti-Vent buyer 
prospects. Everybody is a prospect! 


3. The Safti-Vent sales package is a planned 
program that tells you exactly what to do 
and gives you the “tools” to do it. 


4. Safti-Vent dealers are backed with a ter- 
rific advertising program, reaching millions— 
yes, millions—of prospects, both householders 
and commercial buyers. 


5. And you'll never lose a Safti-Vent sale be- 
cause of price. Safti-Vent is strictly competi- 
tive and offers the best value on the market. 


Let’s get started on this profit program! Now! 
Mail the coupon today! 


re ee ee 


H. C. LITTLE BURNER CO., INC. 
103 Woodland Ave., San Rafael, Calif. 


Let’s have proof of the profit with Safti-Vent. 


COMPANY 





SAFTI-VENT 
Visit H. C. Little at the Chicago 1959 LPGA 
Trade Show. Booths 139 and 140. 


YOUR NAME 





ADDRESS 
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Main building at "Sky View Lodge” combines showroom, offices, parts room, and several 
of the 15 motel units. Bottle-filling facilities are at left. 





even cooking itself drops off close 
to zero. Home-cooked meals give 
way to sandwiches, salads, and cold 
snacks, and the trailerite frequently 
deserts his tiny home for the com- 
forts of an air-conditioned res- 
taurant. 

Thus the load for cook-only cus- 
tomers drops off by one third in the 
summer with water heating and 
space heating added, the ratio goes 
further out of joint—sometimes to 
2 or 2% to one. 

While this situation is not a 
serious one, it does present difficul- 
ties—not the least of which is that, 
come summer, Knudson has had to 
lay off help. 

This was the way the business 
stacked up late in 1957. Profits were 
still eluding him. Additional mar- 


A bottle-filling plant is an important part 


of the new establishment. 
Crigger mans the pump. 


Here George 
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kets were there, waiting to be 
tapped, but Knudson lacked the 
tools with which to tap them. The 
domestic market, for one, warranted 
further exploitation. He didn’t even 
dare think of trying to cut himself 
a slice of industrial or agricultural 
markets—they were ’way beyond 
his ability to equip and service. 

It was then that he came face to 
face with a new threat: his lease 
was due to expire the following 
April, and it appeared that his rent 
would be substantially increased. 
That pitched him right onto the 
horns of a dilemma. 

To pay a higher rent, he needed 
greater profits. To make more prof- 
its, he needed more business. To 
get more business, he needed more 
capital for investment. To carry 
more business, he needed more op- 
erating capital. 

Knudson found a way out of his 
dilemma—a new home. Instead of 
investing in more cylinders and 
equipment, he put what capital he 
could scrape up into property. 

His monthly payments were much 
smaller than the rent he was pay- 
ing. This released capital for op- 
erating. The money he might have 
sunk in new cylinders was put into 
a new and better home for his plant. 
The property he bought will appre- 
ciate, not depreciate, as the years 
go by. The cylinders he needed to 
expand he leased from the LPG 
Leasing Corp., so it’s the corpora- 
tion, not he, who must worry about 
their depreciating. Today, during 
temporary dips in business, he can 
gaze out his office window and con- 
template the elongated tiers of cyl- 
inders on hand without wincing at 
the thought of the idle, frozen capi- 
tal they could represent. 


The new home of Ray-Gas 
(Knudson’s trade name) is built 
around a 15-unit motel, which rep- 
resents diversification and an “off- 
peak load.” “Someone must be here 
all the time anyway, so the motel 
won’t require any extra manpower,” 
reasons Knudson, who lives in a 
comfortable house at the rear of 
the lot. Besides it gets its heaviest 
play in the warmer months, when 
the oil and gas businesses slacken 
off. It provides employment for his 
men during those periods when he 
might be forced to lay them off. 

The location has additional ad- 
vantages. The lot is large, allowing 
plenty of room for expansion. The 
motel offices, which were spacious, 
contained enough room for a parts 
supply, gas offices, and a small 
showroom. 

The value of the property is 
bound to go up. Right next door a 
shopping center is about to rise, 
anchored by a supermarket of mod- 
est size but attractive appearance. 

Now that he owns his own place, 
Knudson feels more secure about 
expanding. He laid in an_ initial 
stock of 275 leased cylinders. These 
will serve a dual purpose. As he 
can, he will add new domestic cus- 
tomers; but in the meantime, the 
cylinders give him a good standby 
margin for emergency calls from 
contractors. When a cold snap hits 
in the middle of a construction job, 
they give him a hurry-up call for 
cylinders for on-the-job space heat- 
ing with salamanders. This keeps 
the men warm and at the same time 
helps cement to set and plaster 
to dry. 

“TI have three contractors who in 
a single week can take as many as 
100 cylinders among them,” says 
Knudson. “So I’ve got to keep a 
stock on hand—or run out, and lose 
some good customers.” 

As the stockpile becomes depleted 
by domestic installations, he can 
add more, still on a lease basis. 

“So far, it’s been a good deal,” 
says Knudson. “Bank loans are hard 
to come by. The Small Business 
Administration has so much red 
tape you can go broke trying to 
wade through it. Leasing is a good 
answer, at least for now.” 

Knudson still looks forward to the 
day when he can own his own equip- 
ment. But there’s no rush. He has 
a lot of expanding to do in the 
meantime. ® 
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a bag full 
of 


SERVICE 





LPG Service for you... 


Our bag of LPG service tricks runs all the way from 

the producing well to shirt-sleeves sessions with you and your 

problems. Anchor has built an organization of the finest facilities An 
and the best LPG brains just in order to provide you with gas __ q 
of the finest quality and kind when you need it. You can take full 

advantage with a year-round contract. Call us about it. . . 

Tulsa CHerry 2-726]. 


ANCHOR 


PETROLEUM COMPANY «¢ TULSA 


SALES OFFICES: Toledo, Shreveport, Hattiesburg, Houston, 
Midland, Long Beach, Calgary 
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"The Loadmaster” LPG Truck Tank 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 
point—rear compartment. 





BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 

















Also a complete line of accessory 
equipment. 














COLOR—The Modern Trend! 


"Pastels By Pasley” tring yew PG 


Blush Peach 
Sunshine Yellow 
Mustard Lime 
Eureka Orchid 
Lake Blue 


Smoky Grey 
Seafoam Blue 
Wedgewood Green 
Rose Beige 
Desert Rose 











The Pasley Mfg. & Dist. Co. 





(Advertisement) 





You'll close more 
appliance sales 

when you use 

this handy 
COMPETITIVE 

COST CALCULATOR 


Now . .. with this authoritative, 
convincing sales tool, you can prove 
to your prospects quickly, easily, 
and simply that LPG costs less 
than electricity for cooking and 
water heating. Money talks with 
most people, so dramatize the sav- 
ings with a Competitive Cost Cal- 
culator. 

Compares the average annual cost 
of operating LPG versus electrical 
appliances, using your own local 
rates. 

Proves to your customers’ satisfac- 
tion that it’s less expensive to cook 
and heat water with LPG than 
with electricity. 

It’s authoritative! Average annual 
usage figures for both LPG and 
electricity are taken from Techni- 
cal Bulletin 1073 prepared by the 
U. S. Department of Agriculture. 
It will last for years. Made from 
durable plastic-laminated board. 


LPG OPERATORS— 

The Competitive Cost Calculator 
builds fuel sales as it builds ap- 
pliance sales. Hundreds of LPG 
appliance salesmen are using the 
Calculator to add authority to 
their sales presentations. Be sure 
each of your salesmen has one 
with him on every call. 


$1-00 each 
Orders of 50 to 99—80¢ ea. 
Orders of 100 or more—70¢ ea. 
(In California add 4% Sales Tax) 
The supply is limited 
so order today! 


Butane-Propane News 
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Tomorrow's refrigerator: 


Key to the 


all-gas home? 


ELISHA GRAY Il ¢ Chairman of the Board 


Whirlpool Corp. 


ni Wie SOCIALITE 





Is the gas refrigerator on its way to making a 


comeback? 


competitive situation with the electric models. 


Sales of a million units a year are possible, he 


It is indeed—and then some—according to the 
chairman of the board of Whirlpool Corp., Mr. 
Gray, whose company rescued the Servel from 
moribundity not long ago, confidently expects new 
research to put gas refrigerators into a truly 


told delegates to last fall's AGA Convention. In 
fact, he predicts the refrigerator can become a 
real “leverage item" to stimulate sales of all 
domestic gas appliances. In this abridged and up- 
dated version of his AGA talk he teils why. 





HE refrigerator, as a home ap- 
pliance, reached its peak of 
sales in 1950, in which year 6 mil- 
lion units were sold. This figure 
includes Korean War scare buying, 
but even so, competent authorities 
then were estimating that the 
steady, anuual figure of 4 million 
to 4% million units would continue 
as a base, gradually rising until 
1958 when it would be, in their 
opinion, of the order of 5 to 5% 
million units annually. 
As you know, exactly the oppo- 
site has happened. The sale of re- 
frigerators has gone downhill from 
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a peak of 6 million units in 1950 to 
a point where, last year, the indus- 
try was fortunate to sell more than 
21% million units. 

Why? 

The reason for the shrinking 
volume of refrigerator sales per 
year is simple. I do not believe the 
product has brought forth sufficient 
technological change to attract cus- 
tomers as other appliances have 
done. Therefore, the customers’ 
dollars have gone to the more ex- 
citing new appliances for the home. 

Outstanding, of course, is tele- 
vision, which reached nearly 100 


per cent saturation in ten years’ 
time. 

Laundry equipment, too, with all 
of the striking new improvements 
in automaticity, has taken the at- 
tention and the glamor away from 
refrigerators, because since 1950, 
we have not added similar new 
ideas to the refrigerator as an ap- 
pliance. Further, the usable life 
of a refrigerator has turned out to 
be much longer than originally an- 
ticipated. Thus, the housewife can 
rock along for a long time keeping 
her food cold in an antiquated re- 
frigerator. With the wisdom of 
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Without a@ modern 
gos refrigerator no 
home is truly an all- 
gos house. With 
“interim” models, 
such as the one on 
the right, the appli- 
once is on its way 
to making a strong 
comeback. 


hindsight, it is pretty easy to see 
why sales of refrigerators have 
gone down and not up in these past 
eight years of a growing economy. 

As a result of these things, we 
now find that there are more than 
48 million refrigerators in use to- 
day, of which more than 18 mil- 
lion have been in service nine years 
or more. One out of two refrigera- 
tors in use today has no frozen food 
storage space of any kind. Thirty- 
three million refrigerators in oper- 
ation today have manual defrost- 
ing. 

As to the future trend of re- 
frigerators, I’m convinced that we 
are soon to see a dramatic reversal 
of the past sales trends and the 
beginning of an upward climb. 
This climb, in my opinion, will 
bring the refrigerator volume to a 
base of more than 4 million units 
a year by 1961, and I think it will 
go on up to 5 million units a year 
by 1964. 

Let me focus on the salient fac- 
tors which I believe will create this 
turnabout. First, of course, there 
is the underlying thrust of a grow- 
ing population, and the acceleration 
of home formations that should 
begin in 1960 and continue there- 
after. Now, in the area of things 
about which we can do something, 
I believe the rate of obsolescence 
of refrigerators will be greatly 
accelerated in the immediate fu- 
ture. This will be brought out, in 
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my opinion, primarily by three 
technical developments which will 
so change the character of the re- 
frigerator that, once again, it will 
be an exciting purchase for the 
housewife. As the result of these 
developments, the refrigerator will 
again take its place as the leader 
in home appliances, a place which 
it relinquished to other appliances 
about four years ago. 

The first development is the auto- 
matic ice cube maker, which so far 
has been available only on gas re- 
frigerators. Admittedly, it would 
be a great sales stimulant for that 
product alone if it could be kept 
exclusive. However, one is already 
on an electric refrigerator, and I 
am sure they will very shortly be 
standard equipment on the higher- 
priced electric units. A recent sur- 
vey showed that 93 per cent of the 
people owning a gas refrigerator 
thought the most important fea- 
ture on it was the automatic ice 
cube maker. 

The second development that is 
coming fast is that of thin-wall in- 
sulation. There are several new 
developments which suggest that 
in the immediate future we will 
probably be able to use 114-in. or 
1%-in. insulation in the walls of a 
refrigerator. This will give the 
designers all kinds of ways to 
create exciting new concepts of 
refrigerator configuration to make 
them attractive to the housewife. 


To give you an idea of how big 
a step this is: a standard 114% ft 
refrigerator becomes a 15% ft 
refrigerator when it uses 11,-in. 
insulation. 

The third development will be 
frost-free refrigeration, where all 
the frost is confined to areas out- 
side of the refrigerator. Therefore, 
the matter of defrosting is elimi- 
nated entirely from the custom- 
er’s mind. 

With these developments and 
with sales of the general order I 
previously have estimated, refrig- 
erators will again, in fact, be the 
keystone of home appliance mer- 
chandising. 

Now, for a moment, let us thread 
the gas refrigerator’s experience 
into this panorama. In 1948 almost 
400,000 units of the gas refrigera- 
tor were sold. This figure repre- 
sented 8 per cent of the market. 
But the percentage has dwindled 
steadily, as you know, until last 
year it almost disappeared. There- 
fore, of the substantial drop which 
occurred in total refrigerator sales, 
at least 400,000 units are accounted 
for by the demise of the gas refrig- 
erator. 

We have undertaken to reverse 
that situation and restore gas re- 
frigeration to greater heights than 
ever. During the past months 
while we have been energetically 
pursuing this goal, I have had oc- 
casion to ask many gas people what 
they thought a proper expectation 
of the long-range sales picture 
might be. As you would expect, the 
replies varied greatly. Therefore, 
taking all these various estimates 
into consideration, I shall venture 
a target figure of my own. Future 
developments will prove whether 
this projection is sound. 

To make an estimate of the sales 
levels which can be reached with a 
gas refrigerator, one first must ask 
how good a refrigerator it’s going 
to be. Therefore (and this is an 
over-simplification) let’s say that 
this guess of mine assumes a gas 
refrigerator which is competitive 
in first cost, and competitive in its 
general performance with an elec- 
tric refrigerator. Such a refrigera- 
tor is being developed right now. 
It is not yet an accomplished fact, 
but there is a bright gleam in the 
engineer’s eye as he checks its 
progress. So, to simplify the fore- 
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Important Announcement 


NEW ASME CODE ALLOWS BIG PAYLOAD 
INCREASE FOR 1-1 TRANSPORTS! 


TRINITY STEEL IS FIRST WITH NEW CODE TRANSPORTS 
«2» AT THE SAME LOW WG CAPACITY COST! 


This Trinity T-1 transport aie tea old ile had a@ maximum 
capacity of 8,920 net gallons. Now, it can be built with a capacity 
of 9,220 net gallons by Trinity Steel. 


Trinity Steel Co. is now fabricat- 
ing T-1 transports under the new 
code... the first company to do so, 
another first in a long line of firsts. 
Getting into production so rapidly 
took full coordination of the pur- 
chasing, production and engineer- 
ing departments of Trinity. 


It was done for cne reason: to 
help you increase your profits... 


TRINITY STEEL CO., INC. i 


4001 IRVING BLVD./DALLAS, TEXAS, U.S.A./PHONE FLeetwood 7-3961 
Latin American Division: Tanques de Acero Trinity, S. A. Calle 


to give you a payload bonanza 
. with the finest precision- 
engineered transport ever built! 


Today...write, wire or call collect 
about your New Code Trinity T-1 
Transport. Join the happy list of 
customers who have made Trinity 
Steel Co. the world’s largest 
fabricator of T-1 transports. 





The new ASME Code authorizes 
LPG Tank fabricators for the first 
time to produce 100% Joint 
Efficiency tanks, fully X-rayed 
out of 115,000 high-tensile 
T-1 steel. 


What -does this mean to you? 
It means that you can increase 
your payload significantly with- 
out increasing total overall 
weight. It means greater profit 


for you—more efficient operation. 


For example, a Trinity T-1 trans- 
port with a capacity of 8,920 net 
gallons under the old code now 
can be increased to 9,220 net 
gallons ... at the same low WG 
capacity cost! You get 300 net 


gallons more payload. 


memae® 


Poll 


Poniente 150 No. 734, Mexico, 16, D. F., Plant and Sales Office. 
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cast and provide a basic assump- 
tion on which to build, I shall as- 
sume a gas refrigerator competi- 
tive in all respects with electric 
boxes. 

It is my considered opinion that 
with a household gas refrigerator 
such as I have described, the total 
domestic gas refrigerator market 
should be one in four. In other 
words, I believe that 25 per cent 
of the annual sales of refrigerators 
will be gas refrigerators. You won’t 
need your Univac to see that, given 
a competitive gas_ refrigerator, 
more than a million units a year 
should be sold when the product 
and the market are developed. 

It is my guess that it will take 
five years to accomplish this con- 
dition. If such a forecast should 
be borne out, it is, of course, per- 
fectly obvious to you that the mer- 
chandising of refrigerators would 
be a profitable and essential activity 
for all gas companies to pursue. 
When you talk in terms like these, 
the annual load building increment 
will be in the neighborhood of $25 
million dollars per year, and, of 
course, it is cumulative. 


Now just what is the chance of 
getting such a competitive gas re- 
frigerator? Here I can make no 
promises or predictions. I would 
prefer to report to you the facts as 
I know them and let you draw your 
own conclusions. In the case of 
Whirlpool, we have undertaken to 
re-create the gas refrigerator on a 
three-phase basis. Phase One, you 
will recall, was to reactivate the 
manufacture of the gas system used 
by Servel, and make what face- 
lifting improvements could be 
made to the cabinet itself. This we 
have done. I am very happy to 
report to you that we are manu- 
facturing at a rate which meets 
the current market demand. 


Phase Two of our program was 
to put the gas absorption system 
in the modern, square-look box, in 
order to gain the economies which 
could be had by using the same box 
and assembly facilities as the elec- 
trical unit. But our research has 
progressed at such a pace that we 
have been able to skip Phase Two. 

Phase Three is the “Big Prize’ 
—a truly competitive gas refriger- 
ator. 

We now expect to have this model 
ready by January, 1960. It will 
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have an improved but greatly sim- 
plified mechanism, will weigh 90 
Ib. less than present models, yet 
will gain 18 per cent in useable 
refrigeration space. Other good 
companies are also putting their 
efforts into developing a smart, 
salable box. We should all be con- 
fident that out of a total effort, a 
successful gas box will emerge. 

The point I wish to make with 
you is this: While the manufac- 
turers are making their invest- 
ment in an attempt to create this 
product which the market can use, 
you must make your investment to 
keep the market open—to keep the 
market alert and eager for the 
emergence of this and other im- 
proved products which are on the 
horizon. 


The refrigerator has been called 
the keystone product of the kitchen. 
It earned this position, probably, 
because it has priority in terms of 
its necessity in a home. Most 
knowledgeable merchandisers feel 
that when they sell a refrigerator 
utilizing gas, the rest of the appli- 
ances will almost automatically use 
gas as their energy source. 


To be conservative, I think we 
can say that if a customer buys a 
gas refrigerator, the chances of 
her selecting other gas appliances 
are enormously improved. This 
would be especially true with a 
glamorous, modern new line of gas 
appliances. 


The refrigerator is what I call 
a leverage item. Its value or its 
real profitability must be measured 
not only by its own individual con- 
tribution to load, but also by the 
leverage it supplies for the sale of 
the other gas appliances. This 
leverage is especially effective in 
selling to the new home and kitchen 
remodeling markets. People who 
contract for new homes, builders 
who build new homes for sale, and 
existing homeowners who contract 
for kitchen remodeling like to spec- 
ify and install either an all-elec- 
tric kitchen or an all-gas kitchen. 
There are obvious reasons why any- 
one would want to install all appli- 
ances in either one fuel or the 
other—and there is a very dis- 
tinguishable trend in this direction. 
For these and other reasons, I pre- 
dict that the gas refrigerator will 
emerge as the key to a more profit- 
able gas appliance business. a 


Denver demand 


boosts pipeline 
flow by 500% 


‘TREMENDOUS increase in the 
use of butane and propane in the 
Denver (Colo.) area due to pop- 
ulation and commercial growth 
has brought a 500 per cent in- 
crease in the amount of liquefied 
petroleum gas flowing into the 
city through the major pipeline 
from Borger, Texas. 

Daily capacity of the pipeline 
of 630,000 gal. now is being 
utilized to the fullest by com- 
mercial distributors who deliver 
it to fringe area homes and 
farms where natural gas does 
not extend. 

All but 30 per cent of the sup- 
ply is coming into Denver at the 
jointly operated terminal of 
Phillips Petroleum Co. and 
Shamrock Oil Co., at 3601 E. 
56th Ave. 

The present supply from the 
pipeline is distributed by truck 
transport which fans out in 
short hauls to cover consumers 
within a 100-mile radius of Den- 
ver. About 30 per cent of the 
fuel is taken out of the pipeline 
at LaJunta, the only other sta- 
tion on the line. 

Richard Muellerleile, manager 
of sales for Cities Service Oil 
Co., reports that his firm recent- 
ly completed a study on pipeline 
facilities in the area. The one 
from Borger to Denver, built in 
1952, is one of the seven major 
pipelines serving the liquefied 
petroleum gas industry. 

John Glahn, division manager 
for Phillips, said the demand for 
butane and propane in this area 
has sparked considerable local 
production of the fuels from 
Colorado oil fields like Rangely, 
Fort Morgan and the Julesburg 
Basin. id 
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Again in 1958 § Dealers sold 

Warm Morning Gas Heaters! These 
beautiful, fies] feature-packed gas 
heaters again led the industry in 
sales gains a ai with a 34% in- 
crease over 1957. New XK Top:0-Matic 
Controls will rocket Warm Morning 


























With fineness) fastest selling gas heaters! 
eee 


Warm Morning Offers You: 

@ Big Early Booking and 
Anticipation Discounts! 

@ Liberal Fall Dating Plan! 

@ Powerful Advertising 
and Promotiona! Sup 
oleae 


Warm Morn 
/1/ ff 1/1) lth TUM Send postcard today for full color catalog, prices 


and information about co-op advertising, broad- 


side mailing program, and other powerful adver- 
uM EAT ‘ RS tising support backing WARM MORNING gas 
heater dealers. 


‘LOCKE STOVE COMPANY | MANUFACTURER OF WARM MORNING HEATERS 
114 F. West 11th Street Kansas City 5, Missouri ee eo oe < Kear | 
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Norco reveals expansion 
reorganization program 


Norman H. Lee, president of 
Norco Inc., Los Angeles, has an- 
nounced details of a comprehensive 
reorganization and expansion pro- 
gram which goes into effect imme- 
diately. 

A new eastern manufacturing di- 
vision located at Stroudsburg, Pa., 
is a completely integrated manufac- 
turing unit incorporating total line 
production under one roof. Current 
production is of gas refrigerators, 
which are fully approved by the 
AGA. 

Mr. Lee indicated an amazing 
growth in the company’s sales vol- 
ume of more than 1,000 per cent 
during the past four years. Proj- 
ected 1959 volume is expected to 
be at least 250 per cent up on 1958. 
This has required the setting up of 
a number of divisions to give the 
best possible service to every mar- 
ket that Norco will serve. 

These divisions are: trailer divi- 
sion, gas utility division, L. P. gas 
division, and appliance distributors 
and deaiers. A number of personnel 
appointments have been made in 
each of these divisions, as follows: 

Trailer division, middle west re- 
gion, Andrew Brough, manager, 
and Richard G. Birlich, J. E. Grady, 
Howard F. Meyers, Edward E. 
Samuelson and Alan B. Wilson. 

Gas utility division, eastern re- 
gion, Ralph Leon, technical repre- 
sentative based at Newark, N. J. 

Trailer division, western region, 
Floyd Von Der Scher, chief of na- 
tional technical operations. Western 
sales to the refrigerator field are 
in charge of Tony Trifiletti. 

A new unit re-charge station has 
been established at the Los Angeles 
headquarters with Laverne Young- 
blood as manager. A new cabinet 
repair department has been set up 
with Jack Kreutzer in charge. Roy 
Pruden continues in charge of ship- 
ping and receiving operations. 

Warehouse stocks will be main- 
tained at Stroudsburg, Pa., Elk- 
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hart, Ind., Chicago and Los An- 
geles. 


A new integrated advertising 
and sales promotion program has 
been established under Gerald No- 
vorr, new advertising director, and 
the Rivkin Co. for publicity. Full 
color literature, mailing pieces, and 
special dealer display stands are 
now available. 


During 1959, Norco plans to hold 
at least one major service school 
every two months with many small 
group meetings to be held in con- 
junction with the major gas utili- 
ties on a national basis. 

Norco plans to do constant re- 
search for new ideas in refrigera- 
tion and water heating so as to 
warrant the continued confidence 
of the more than 300 trailer manu- 
facturers and 20 major gas utili- 
ties that it now serves, and the new 
accounts projected plans will em- 
brace. 


(The company announced also its 
1959 new look, convertible refrig- 
erators. See the New Products sec- 
tion in this issue.) 


"Gold Star Year" launched 
at Chicago marts 


More gas range manufacturers, 
offering more new product develop- 
ments than in any previous year, 


marked the launching of “Gold 
Star Year” at the Chicago marts 
recently, observers reported. 

Every manufacturer will pro- 
duce a completely “matchless” 
range—meaning automatic ignition 
for oven and broiler as well as top 
burners—said John P. Wright, 
president of Geo. D. Roper Corp. 
and chairman of GAMA’s domestic 
range division. 

Members of GAMA’s gas range 
division whose wares are on dis- 
play at the mart include Brown 
Stove Works Inc., Cleveland, Tenn. ; 
Caloric Appliance Corp., Jenkin- 
town, Pa.; Cribben & Sexton Co., 
Chicago; Crown Stove Works Inc., 


Chicago; Dixie Products Inc., 
Cleveland, Tenn.; Hardwick Stove 
Co., Cleveland, Tenn.; Magic Chef 
Inc., division of Dixie Products 
Inc.; Norge Sales Corp., subsidiary 
of Borg-Warner Corp., Chicago; 
O’Keefe & Merritt Co., Los An- 
geles; Geo. D. Roper Corp., Kan- 
kakee, Ill.; Wedgewood-Holly Ap- 
pliance Co., subsidiary of Rheem 
Manufacturing Co., Culver City, 
Calif.; and Welbilt Corp., New 
York. 

Others include the Sunray Stove 
Co., Delaware, Ohio; the Athens 
Stove Works Inc., Athens, Tenn.; 
the Tappan Co., Mansfield, Ohio, 
and Whirlpool Corp., St. Joseph, 
Mich. 


Permaglas offers 10-year 
unconditional guarantee 


For plumber-dealers who have 
tried to explain the fine print on 
warranties to irate home owners 
with malfunctioning water heaters, 
the new guarantee policy of the 
Permaglas division of A. O. Smith 
Corp., Kankakee, IIl., just an- 
nounced, should prove a boon. 

Simply stated, the new policy is 
this: 

A full 10-year straight guarantee 
on top models of the division’s do- 
mestic water heater lines. 

The guarantee is complete and 
unconditional over the 10-year pe- 
riod. The move represents a 33 per 
cent extension of protection for the 
home owner, with 244 more years 
of full coverage being added to the 
former 74-year unconditional 
guarantee. This means that tank 
failure of a Permaglas heater dur- 
ing any of the 10 years following 
purchase will result in replacement 
with a new heater to the home 
owner. 


Mid-Hudson Bottle Gas 
changes its ownership 


Harry V. Smith, LPGA national 
state director from New York 
State, and Joseph A. Gusmano pur- 
chased the entire holdings of the 
majority stockholders of Mid-Hud- 
son Bottled Gas Inc., Poughkeepsie, 
N. Y. Previous to that time, both 
men had been minority stockhold- 
ers and had been active in manage- 
ment for many years, Mr. Smith as 
president, and Mr. Gusmano as 
secretary-treasurer. 

At the present time, Mid-Hudson 
services approximately 4000 retail 
accounts and operates its own bulk 
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“DEPENDABLE SUPPLY IS IMPORTANT TO US, 
AND WE’RE ASSURED OF IT WITH TEXACO” 


“Your co-operation during one of our 
most severe winters was the kind every 
LP-Gas dealer dreams about,” writes 
L. A. Varnadow, president of the 
Hydratane Gas Co., Athens, Tenn. 

“Under very adverse conditions, 
Texaco LP-Gas always rolled up on 
time. Our customers know they need 
never be concerned as long as we are 
associated with Texaco. 

“The quality of the product is excel- 
lent, too—it is moisture-free. 


“Texaco is always interested in the 
small operator, and goes out of its 
way to help him.” 


5 reasons why it pays to be 
a Texaco LP-Gas Distributor 


1. A product of highest quality—mois- 
ture-free. 

2. Dependable and efficient delivery, 
in a new fleet of tank cars, from 25 
strategically located production areas. 
3. Immediate acceptance. Texaco 


LP-Gas is sold under the nationally 
famous trade-mark, the Texaco red 
Star with the green “T.” 

4. One of the largest producers of 
LP-Gas, The Texas Company is the 
only petroleum company to build up 
successful distribution of its products 
nation-wide. 

5. Profitable and proved sales policies. 
Texaco does not compete with its inde- 
pendent distributors of LP-Gas, 


Team your name with Texaco and profit. Let us tell you about the opportunities 
for a sound and profitable business with Texaco LP-Gas. Call or write today . . . 
The Texas Company, LPG Sales Division, P.O. Box 2420, Philtower Bldg., Tulsa, 
Okla., Diamond 3-4101; 3350 Wilshire Blvd., Los Angeles 5, Cal., DUnkirk 5-0515. 
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plant of 30,000 gal. capacity. Two 
years ago, a large office building 
and showroom was completed at the 
bulk plant location, which now 
serves as the center of all opera: 
tions. 

The present management plans 
to continue the operation without 
basic change, specializing, as in the 
past, in a metered service utilizing 
both bulk and cylinder type de- 
livery. 


National Propane Corp 
names two directors 


Robert O. Anderson, president 
of Malco Refineries Inc., Roswell, 
N. M., and Benjamin S. Parks, Los 
Angeles attorney, were recently 


elected directors of National Pro- 


R. O. Anderson B.S. Parks 


pane Corp., bringing the board up 
to nine members. 

Mr. Anderson is a former presi- 
dent of both Wilshire Oil Co., 


Calif., and Fred M. Manning Inc., 
Denver. He is president of the 
Aspen (Colo.) Institute for Hu- 
manistic Studies, a member of the 
National Petroleum Council, a di- 
rector of the Independent Refiners 
Association, and the director of the 
Marketing division of the Amer- 
ican Petroleum Institute. 

Mr. Parks has extensive experi- 
ence in gas and oil utilities. 


National Cylinder Gas 
announces six promotions 


Six field promotions are an- 
nounced by the National Cylinder 
Gas division of Chemetron Corp. 

C. D. McGuinn, division vice 
president, said Russell C. Roth- 
weiler has been transferred from 
the firm’s branch office in Grand 
Rapids, Mich., to manage its dis- 
trict office in Kansas City, Kans. 
He replaces Kenneth G. Dieker, 
who has received an assignment 
with C. A. Gases Industriales de 
Venezuela, the NCG division sub- 
sidiary in Caracas, Venezuela. 

R. C. Weiss, former branch man- 
ager in Billings, Mont., is the new 
manager of the Grand Rapids of- 
fice and C. E. Bodin, formerly in 
the company’s St. Paul, Minn., of- 
fice has been appointed acting 
branch manager at Billings. 

Also announced is the promotion 





How fo sell 100 
ranges in a month 


Nothing sells a product as 
fast as live demonstrations, and 
Elmer Hansen, Pyrofax Gas 
northwestern division manager. 
proved it in just one month. This 
is how he did it. 


He obtained one of the new 
MicroRay ranges (with Thermal 
Eye) and practiced cooking on 
it in his garage over the week- 
end. Then he rented a pickup 
truck, got a 20-lb cylinder of 
“Pyrofax” gas and the necessary 
regulating equipment and he 
was off. 

Bright and early he’d arrive 
at a distributor’s and park the 
truck in front of the showroom. 
Then, with the distributor 
watching, he began cooking ham- 
burgers in the MicroRay broiler, 
and popcorn on the Thermal Eye. 
The results were served to pass- 
ersby. If the distributor’s show- 


room wasn’t centrally located, he 
took the truck and the distribu- 
tor into town and held the dem- 
onstration there. 

Together with his assistant, 
R. W. Schuh, Mr. Hansen visited 
several distributors each day, 
and every evening a dinner- 
meeting was held for those in 
the area. The local Hardwick 
representative attended to assist 
in presenting the complete Mi- 
croRay story. During the din- 
ner, Mr. Hansen and the Hard- 
wick man carefully explained all 
about MicroRay and helped dis- 
tributors plan their own promo- 
tional sales program. 

As a result of this 3300 mile 
tour, distributors placed over 100 
orders for this range, and Mr. 
Hansen hasn’t stopped pushing 
yet. He is now working out a 
new plan for MicroRay “parties” 
in the distributor’s showroom, 
with several interested couples 
being invited to a dinner cooked 
by infra-red. 





of Paul R. Greiling to assistant 
manager in the company’s Chicago 
sales district. His previous posi- 
tion as sales assistant for the mid- 
west region will be filled by Donald 
J. Thor, who was formerly a mem- 
ber of the company’s Chicago dis- 
trict sales staff. Both Mr. Greiling 
and Mr. Thor will continue to make 
their headquarters in Chicago. 


Supply company to operate 
on "store-door™ delivery 


The owners of Pat & Chuck Sup- 
ply Co., P. O. Box 15333, Fort 
Worth, Texas, have made plans to 
service dealers on a “store-door” 
delivery basis a number of the 
smaller items in an area including 
Texas and surrounding states for 
major manufacturers of LPG and 
NH, equipment. 

Pat Patterson and Chuck Bran- 
non plan to render services which 
will include dealer selling aids, bulk 
plant fabrication, and marketing of 
used equipment. 


NEWS NOTES 


“Nine Tips On Enjoying Modern 
Gas Service,” an educational safety 
pamphlet with common sense point- 
ers for safe and efficient use of gas 
and gas appliances, has just been 
made available by the AGA under 
the PAR Public Information Pro- 
gram. It is an up-to-date version 
of a similar pamphlet produced in 
1956. Safety information, pre- 
sented by simple text and cartoons, 
has been approved by both the Na- 
tional Fire Protection Association 
and the National Safety Council. 
Copies can be obtained from the 
Public Information Bureau, AGA, 
420 Lexington Ave., New York 17, 
at three cents each (less for quan- 
tities of more than 10,000 copies). 





Schutte & Koerting Co., Corn- 
wells Heights, Pa., announces the 
appointment of the Process Equip- 
ment & Engineering Co., 2440 Jo- 
nila Ave., Lakeland, Fla., as its 
representative in the state ef Flor- 
ida, east of the Apalachicola river. 
Also announced is the appointment 
of the Joel E. Martin & Co., 618 
E. Morehead St., Charlotte 3, N. C., 
as its representative in North and 
South Carolina. 


Manufacturing and administra- 
tive facilities of the Processed 
Chemical & Coating Corp. have 
been moved from Brooklyn, N. Y., 
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Gibbs McCormick, owner 
Propane Gas & Appliance Company 
New Brockton, Alabama 


“Our operating records show that our Mississippi Tank T-1 Transport hauls as much 

gas on two loads as our old-type unit carries on three,’ says Mr. McCormick! 

This 33°%, extra payload capacity is due to two factors: |) the lighter weight of T-1 Steel which 
allows more payload and 2) exclusive Mississippi Tank design that insures perfect weight distri- 
bution and maximum loading. In addition, Mississippi Tank's advanced manufacturing techniques 
such as X-Ray testing of every welded seam and rigid inspection by engineers at each stage of 
manufacture assure years of high-profit, low-cost service. "In over 14 months of rugged opera- 
tion, our Mississippi Tank Transport has required only routine maintenance," says Mr. McCormick. 


ity-engineered for perfect balance, max- 
Available with rear cabinets and full skirting 
capacities from 1200 to 2300 wgs. | 


* 


Let us show you how T-1 Steel ‘aoainent can pay for itself in 
a matter of months. Just use the coupon... 
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MISSISSIPP! TANK COMPANY, INC., Hattiesburg, Miss. 


( Show me how Mississippi Tank T-! Transports can pay for themselves 
in a few months! 





Also send literature on: 
(0 Paymaster Twin Delivery (C0 Single Barrel Delivery 


C0 Titan T-! Delivery [) Domestic and Bulk 
(3,075 wg cap) Storage Tanks 
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MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. Tel. JUniper 3-0262 
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to much larger quarters in Ruther- 
ford, N. J., according to Fred 
Schoeman, sales manager. This 
move will make available additional 
manufacturing space for the L. P. 
Gas Cylinder Finishes division of 
PCCC. A separate research staff 
will develop improved coatings for 
the gas industry. 


U. S. Steel’s first 1959 Steelmark 
Newspaper Service has one page 
devoted to farm improvement with 
suggested ads for L. P. gas, farm 
supply dealers, fencing, and REA 
cooperatives. It is a special home 
improvement edition, produced in 
cooperation with the Bureau of Ad- 
vertising, American Newspaper 
Publishers Association, to tie in 
with the newspaper industry’s To- 
tal Selling program. The service is 
being mailed to advertising man- 
agers and editors of daily news- 
papers. In addition, it is being dis- 
tributed to Metro Newspaper Ser- 
vice’s 4000 subscribers. 


Manufacturers’ shipments of 
equipment for residential gas heat- 
ing totaled 50.9 per cent more units 
in December 1958 than in the same 
month a year earlier, GAMA an- 
nounced. The 76,800 gas furnaces, 
boilers and conversion burners 
shipped in the month compares 
with 50,900 in December 1957, ac- 
cording to Edward R. Martin, 
GAMA director of marketing and 
statistics. For the full year the 
totals, covering gas warm air fur- 
naces, boilers and conversion burn- 
ers, were 1,121,000 for 1958 vs. 
972,100 for 1957, a 15.3 per cent 
gain. 


Seek to soften 
garnishment law 


This year, a group of Washing- 
ton, D. C., merchants and attorneys 
is again trying to soften the local 
law governing garnishment. If they 
succeed, the new law could become 
a model for other cities. 

At present, any debtor’s entire 
pay is frozen until the court de- 
termines how much of his salary 
is exempt from attachment. 

One of the proposed plans would 
permit a debtor to take home $50 
per week before attachments are 
made, and limit them to 10 per cent 
of his total wages. Another would 
provide a sliding scale based upon 
the debtor’s monthly salary: 10 per 
cent of the first $200, 20 per cent 
of the next $300, and 50 per cent 
of any remainder. 


66 





Reprints of the article 
“Highway asphalt plants of- 
fer huge LPG market,” which 
appeared in February BU- 
TANE-PROPANE News, are 
now available. This was a 
case history of Freeto As- 
phalt Co., which converted 
from oil and thereby in- 
creased production by 25 per 
cent, improved product qual- 
ity markedly, cut starting-up 
time, and reduced labor costs 
sharply. 

Price, 25 cents per single 
copy, 20 cents each in lots of 
50 or more. Order from 
BUTANE-PROPANE News, 
198 South Alvarado St., Los 
Angeles 57. 





Bill proposed to regulate 
maker's retail sales 


Congress is considering a bill 
that would ban manufacturers 
from selling goods at retail prices 
below the wholesale prices retail 
merchants must pay for the same 
products. 

Rep. Alvin H. Bentley (R), 
Mich., says the bill is designed to 
give the independent merchant a 
better break in competing with 
stores owned or controlled by 
manufacturers. 





John A. Storm, left, manager of Sinclair 
Oil & Gas Co.'s L. P. gas sales depart- 
ment, Tulsa, receives the first place award 
for Sinclair's new Truflame L. P. gas adver- 
tising program. Making the award is Carl 
Smith, one of five judges in the 1958 
“direct mail leaders award" contest spon- 
sored by the Oklahoma Advertising Fed- 
eration. 


Controlled-heat burner 
important to housewives 


More than 8 out of 10 delegates 
to McCall’s Magazine’s Second An- 
nual Congress on Better Living 
said they would insist on a con- 
trolled-heat burner if they were to 
buy a new gas range. One-fourth 
of the women already have con- 
trolled-heat in their ranges. 

Among the comments made by 
the 100 housewives attending: 

“Most of us don’t understand the 
various degrees of cooking. Now, 
the temperature degrees mean 
something in terms of simmering, 
boiling, etc. It’s a new way to think 
about cooking and it’s easier once 
you get used to it.” 

“Heat control should be regu- 
lated by temperature degrees in- 
stead of ‘one,’ ‘two,’ ‘three.’ Most 
recipes tell at what temperature to 
cook a food.” 

“It’s wonderful, but sometimes 
I’m annoyed because I turn the 
burner down and it will go out 
because the pilot light isn’t ad- 
justed. 

“T am rather forgetful, and it is 
wonderful when I forget something 
is cooking.” 

Forty per cent of the delegates 
owned gas ranges. 


M. J. Anton elected to 
Suburban Propane Board 


M. J. Anton, vice president in 
charge of sales for Suburban Pro- 
pane Gas Corp., Whippany, N. J., 
was recently elected to the firm’s 
board of directors. 

Mr. Anton became vice president 
and assistant secretary one year 
ago. He worked temporarily with 
the company as a gas installation 
man in 1949, then went full time 
with the firm in 1951 upon gradua- 
tion from college. He successively 
was a wholesale department repre- 
sentative, manager of the Suburban 
Marine operation, manager of the 
Derby, Conn., office and assistant 
to the administrative vice presi- 
dent. 


17 Uregas dealers win 
trip to Miami, Fla. 


Seventeen dealers and _ their 
wives, accompanied by personnel of 
Uregas Service Inc., recently en- 
joyed a six-day stay at the Deau- 
ville hotel, Miami, Fla., as guests 
of Uregas. 

The dealers were winners of the 
1958 Uregas Sell-Arama Holiday 
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Prest-O-LitE Cylinders for LP-Gas 


TRADE-MARK 


A FULL LINE 

of CYLINDERS... 
with ONE Standard 
of QUALITY— 


For Standard Service 

—Take your choice of 

three 100-lb. Prest-O- 

Lite Cylinders for 

Standard Service! De- 

luxe P-100-W has one- 

piece flange to accom- 

modate markings with 

maximum effectiveness. 

The P-100-R providesa 4& 

headring on which the For Lift Trucks—PREstT-O- 
markings are stamped. Lite Cylinders for Lift Trucks 
Low-priced P-100-N of- were developed in coopera- 
fers you top quality and tion with lift truck manufac- 
safety features of cost- turers and the LP-Gas indus- 
lier cylinders, with con- try. They are inspected and 
trolled, precision im- tested beyond NBFU and 
printing. Standard cyl- ICC requirements. Available 
inders are also made in in 14-, 20-, 3314-, and 4314-lb. 
60-, 40-, and 20-lb sizes. sizes. 


¢ 
i 


P.100-W 


" é Ts : For detailed data and prices on any Prest-O- 
For Universal Service — Newest type, P-100-U is up to 50 lb. lighter than ;/), Cyltadion: eel on-wehhe sean aaa 


ASME tanks of same capacity with no sacrifice in required strength, yet it [Linpe office. LINDE COMPANY, Division of 
is priced as much as one-third lower. Delivers propane as either liquid or Union Carbide Corporation, 30 East 42nd 


vapor, or both at once, in vertical or horizontal position. Street, New York 17, N. Y. Offices in other 

7 principal cities. In Canada: Linde Company, 
For Special Service—Prest-O-LiTE Cylinders, rugged and durable, for Division of Union Carbide Canada Limited. 
special jobs. Safety and quality features of standard models. Available in 


12.4-, 8.9-, 3.5- and 1.8-lb. sizes. 





PREST-O-LITE Cylinders carry a low price tag— 


yet give you these Quality Features “nie 


LIGHTWEIGHT — Built of high-grade alloy steel 

TWO-PIECE CONSTRUCTION — Cold-drawn shells and footring are joined with 
UNIONMELT Welding TRADE-MARK 

METALLIC ALUMINUM FINISH — Electrostatically applied over zine chromate U Ni ON 
primer, and infra-red dried PN -1-110) = 
EASY HANDLING—Even weight distribution, with curled footring for added Cc 
protection to bottom 

ECONOMICAL — Corrosion resistance, extra strength and maximum safety fea- 


‘1s “ %s 8 The terms “Linde,” “Prest-0-Lite,” 
tures make each Prest-O-LiTE Cylinder a “best buy” in its class “Unionmelt,” end “Union Carbide” ove roghtored 


trade-marks of Union Carbide Corporation. 
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Contest, which ran from July i 
through November 30. 

Of the 228 dealers registered for 
the contest, 103 exceeded their 
quota. The top 17 dealers made the 
trip to Miami and the next 23 deal- 
ers and their wives spent a three- 
day week-end in Chicago at Uregas 
expense. 

Each of the 63 dealers who ex- 
ceeded their quota, but did not win 
a trip, received a personalized desk 
set, which includes two pens, clock 
and a barometer. 


NEWS NOTES 


“Supervisory Management,” a 
monthly service designed by the 
American Management Associa- 
tion, provides help for first-line 
managers. It shows supervisors 
how to hold the line on costs, in- 
crease production, and get the most 
out of their workers. According to 
AMA the service can serve as a 
flexible supplement of any existing 
training program or, if there is 
no formal program. as an authori- 
tative training aid in itself. The 
annual cost for one to nine sub- 
scriptions is $7.50 each/AMA mem- 
bers: $6.50 each. Quantity sub- 
scription rates are available. Write 
the AMA, 1515 Broadway, New 
York 36. 





The Norge division of Borg- 
Warner Corp. is shipping blankets 
in wringer washers to provide ap- 
pliance dealers with an “instant 
premium” sales aid. Norge dis- 
tributors are supplying dealers 
with a merchandising package on 
the wringer washer blanket pro- 
motion. Included in this kit are 
two-color 25 x 38 in. window ban- 
ners, tub stickers, self-mailing 
postcards, suggested dealer ads 
and radio scripts. 


The Imperial Gas Co., Yuma, 
Ariz., distributor of Rockgas-Pro- 
pane, formally opened its new plant 
office and appliance showroom re- 
cently. The company held an all- 
day open house, at which there 
were prizes, gifts and refreshments 
for all who visited the new loca- 
tion. 


General Electric Communication 
Products department is transfer- 
ring its headquarters to a modern 
factory facility at Lynchburg, Va. 
Expanded space at the Virginia lo- 
cation enables G-E to bring to- 
gether its engineering, manufac- 
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turing, sales and product service 
organizations which previously 
were scattered in several cities in 
New York State. 


Establishment of a new sales of- 
fice and warehouse at 2045 Meeting 
St., Charleston, S. C., is announced 
by the National Cylinder Gas divi- 
sion of Chemetron Corp. At the 
same time, it was announced that 
new offices for its north central re- 
gion were established at 2191 S. 
Green Rd., Cleveland. 


F. A. Deininger, regional man- 
ager of the eastern division, was 
recently honored at an award din- 
ner following Magic Chef’s annual 
sales meeting, held in Chicago. He 
was cited for “the excellence of his 
performance in carrying out sales 
management responsibilities dur- 
ing 1958.” W. J. Hempfling, R. G. 
Moon, C. M. Christensen, Sam 
Raker, E. L. Massing, B. T. Toliver, 
and Tom Pollard, members of the 
national sales force, were also hon- 
ored for outstanding performances 
during 1958. 


A. O. Smith completes 
$5 million expansion 


A $5 million plus expansion and 
modernization program of produc- 
tion facilities to keep pace with in- 
creasing sales has just been com- 
pleted by the Permaglas division 
of A. O. Smith, J. H. Brinker, Jr., 
vice president, revealed recently. 

Included in the expansion pro- 
gram are $550,000 office addition, 
$115,000 warehouse, $105,000 re- 
search and test facility, moderniza- 
tions and additions to existing 
manufacturing plants, all in Kan- 
kakee, and acquisitions of a water 
softener plant in Omaha and a 
water heater production plant in 
another marketing area. 

The 4800 sq ft research center 
will be used to test such materials 
as grain, forage, sugar, flour and 
starch. 

The expansion program also 
marked A. O. Smith’s move into 
the water softener business through 
the purchase of this segment of the 
Refinite Corp., Omaha, Neb. 


Draketown inaugurates 
inspection service 

Drake & Townsend Inc., New 
York, has announced the organiza- 
tion of the Draketown L. P. gas 
plant inspection service to special- 
ize in a system of inspection pro- 


cedures for all types of L. P. gas 
plants. 

Recent changes in NFPA and 
Pamphlets 58 & 59 have set new 
regulations for the safe and effi- 
cient operation of L. P. gas plants 
designed prior to 1957. The Drake- 
town Inspection Service will enable 
plant owners to comply with insur- 
ance carrier requirements to main- 
tain present rates. 

Information on the service may 
be obtained from Drake & Town- 
send Inc., 11 W. 42nd St., New York 
36, N. Y. 


Bad checks plague 
for small business 


“Bad checks are assuming the 
proportions of a national pesti- 
lence,’ FBI Director J. Edgar 
Hoover warns. 

Emphasizing that small business 
is particularly preyed upon, Hoover 
said that a total of $535 million of 
phony checks were written in 1957, 
the last full year for which statis- 
tics are available. 

Bad check artists are given a 
“big assist” by careless victims, 
Hoover said, citing instances of a 
phony check signed “U.R. Stuck” 
and another drawn on the “East 
Bank of the Mississippi.” 


Industrial radio systems 
registry is available 


The 1959 official Registry of In- 
dustrial Radio Systems, compiled 
annually from Federal Communica- 
tions Commission records, is now 
available from Communication En- 
gineering Book Co. 

It lists systems by industry and 
also by frequency, showing: name 
and address of each licensee, loca- 
tion of each fixed transmitter, call 
letters, number of mobile units 
authorized, operating frequencies, 
and manufacturer of equipment 
used, 

A standard reference, since the 
FCC puts out no equivalent pub- 
lication, the registry is priced at 
$5. It may be obtained from the 
Communication Engineering Book 
Co., Monterey, Mass. 


New Roper line presented 
at annual sales meeting 


Nearly 200 salesmen, home office 
personnel and executives, and in- 
dustry guests of the Geo. D. Roper 
Corp. attended a recent two-day 
sales meeting in Kankakee, Ill. At 
the meeting the complete 1959 
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Helps my reputation for quality heating work 





sulbuiirlbain COUNTER-FLO WALL HEATERS 


It heats better— Is more compact and better looking 


When a heating job is complete the best advertising I can get For a Low Cost Gravity Wall Heater 

is the complete satisfaction of the owners. This Suburban You Can’t Beat Suburban Either! 

Counter-Flo has a fan that forces air downward and heats Suburban’s Gas-Fired Gravity Wall Heater 

floors first . . . continuous air circulation heats all corners of a has more value at a lower price than any 

room. In addition, this is the most compact, best looking wall me vee a arn Diag i eto sas 
> ’ . ° . ° no neader ate 1s ni . Jus 

heater I’ve seen. It’s available in either single or dual-wall oumnites a the loukgelas rane g 

models up to 50,000 BTU. As a clincher, the heat-exchanger is 

guaranteed for 20 years, and Suburban is approved by the Floor Furnaces. The same high — 

American Gas Association! Mighty attractive price, too. It and low price is avellahte: in: Gaante Poser 


: 2 - Furnaces. If you ever use a floor furnace, get 
will pay you to get the details. It did me. the information on Samco. 


assume SES SS Se we SE Se SS Se ee ee SS ek ee ee a a a a 
Samuel Stamping & Enameling Co., Dept. BPN-49, Chattanooga, Tenn. 
Rush complete details on: Counter-Flo Forced Air Wall Heaters [) 


suburban wc teres 
Name 


Counter-Flo Wall Heaters Company 


Address 
i by the makers of famous Suburban Built-in Ranges City State 
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The Gold Star of 
Quality occupied a 
prominent spot at 
the recent annual 
sales conference of 
the Geo. D. Roper 
Cerp. Shown with 
the Seal are (from 
left) Harold Jeske, 
N. C. Kreuter, W. 
J. Foster, E. Carl 
Sorby and John P. 
Wright. 


Roper gas appliance line made its 
debut. 

Roper Vice President E. Carl 
Sorby officiated at the unveiling of 
the new models. Featured speakers 
included John P. Wright, Roper 
president; Harold Jeske, executive 
vice president; and N. C. Kreuter, 
L. R. Jensen, and Mr. Sorby, vice 
presidents. 


Century produces film 
on LPG as motor fuel 


Production of the first complete 
educational film strip with sound 
on the story of L. P. gas as a mo- 
tor fuel is announced by Century 
Gas Equipment of the Marvel- 
Schebler Products division, Borg- 
Warner Corp. 

The full-color film strip gives a 
detailed account of L. P. gas—its 
origin, ground-to-consumer proc- 
essing-production and distribution 
(marketing), scientific and statis- 
tical comparison with other com- 
mercial motor fuels (such as diesel 
and regular grade gasoline), rapid 
growth and expansion, uses, proper 
conversion techniques, specialized 
carburetion equipment require- 
ments, as well as discusses mainte- 
nance savings pertinent to fleet 
owners, lift operators and farmers. 

Accompanying the film strip is a 
summary booklet entitled, “The 
Fuel System Story of the Century 
—by Century L. P.” 


Overseas service for 
equipment manufacturers 


Overseas management services 
for U.S. manufacturers of gas 
equipment will be provided by 
newly-formed International Gas 
Equipment Co. The announcement 
was made by President Charles 
Kelsey at the firm’s headquarters 
in Cleveland. 


International Gas Equipment 
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will supervise export sales and 
service for a limited number of 
non-competitive manufacturers of 
industrial gas equipment. Technical 
advice and assistance will be fur- 
nished to cooperating manufac- 
turers in arrangements for manu- 
facturing or assembly of their 
products overseas, either on a 
licensing or joint-venture basis. 

A San Juan, Puerto Rico, office 
has been established to handle 
Latin American sales and a Euro- 
pean office will be opened shortly. 


L. P. gas stars at 
National Motor Boat Show 


L. P. gas starred at the 1959 Na- 
tional Motor Boat Show at the New 
York Coliseum as groups of marine 
mechanics, dealers, boatyard and 
marine operators witnessed an in- 
stallation and operations session of 
L. P. gas conducted by Suburban 
Marine Gas Service, a division of 
Suburban Propane Gas_ Corp., 
Whippany, N. J. Suburban held 
one of these sessions each morning 
of the show. 

At each session, every phase of 
L. P. gas use afloat was covered, 
including size and location of cylin- 
ders aboard the craft; installation 
of the gas system in accordance 
with Marine Safety Standards and 
with Section No. 42, Pamphlet No. 
302, published by the National Fire 
Protection Association; and proper 
operation and testing procedures 
for L. P. gas equipment and appli- 
ances. 


Cribben & Sexton control 
acquired by Waste King 


Waste King Corp., Los Angeles,’ 


recently announced that it has ac- 
quired a controlling interest in 
Cribben & Sexton Co., Chicago. 
The West Coast appliance manu- 
facturer has obtained 156,552%4 


shares of Cribben & Sexton’s com- 
mon stock as a result of an offer to 
that company’s shareholders, ac- 
cording to Bertram Given, Waste 
King’s president. This gives Waste 
King 67 per cent of Cribben & Sex- 
ton’s voting shares, he said. 

Mr. Given stated that Waste 
King plans to operate Cribben & 
Sexton as an autonomous company, 
headed by Wendell C. Davis, its 
current president, who will retain 
that title, and with no changes in 
the Chicago firm’s staff. 


Neptune Meter 
reassigns sales districts 


Increased sales in the Middle 
Atlantic states necessitated a com- 
plete revision of Neptune Meter 
Co. sales territories, according to 
G. W. Moore, recently-appointed 
branch manager of the firm’s Phila- 
delphia office. 

In addition, the office itself was 
moved from 1420 S. Penn Sq. to 
new and larger quarters at 7 Bala 
Ave., Bala-Cynwyd, Pa. The sales 
territory covered by the changes 
includes Pennsylvania, Delaware, 
Maryland, Virginia, West Virginia, 
and District of Columbia. 


Scaife takes over 
Kellogg compressors 


Scaife Co. of Oakmont, Pa., has 
formally taken possession of the 
air compressor line of the Kellogg 
division of American Brake Shoe 
Co. (Rochester, N.Y.) according to 
Maurice Parker, president and 
chairman of the board of Scaife. 
The transfer of Wilson Brothers 
(parent firm of Scaife) stock and 
cash was accomplished simulta- 
neously. 

The new division will be operated 
as the Kellogg-American division 
of Scaife. 


Package lease plan 
for gas industry 


A special package lease plan for 
the gas industry was announced in 
mid-February by Nationwide Leas- 
ing Co. of Chicago. Under the plan, 
any combination of equipment may 
be considered one package and 
leased as a unit for three to five 
years. 

“This plan was developed to meet 
the need of firms in the gas in- 
dustry to expand and modernize 
facilities without depleting their 
working capital,” Nationwide Pres- 
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FIRST MASTER TANK 
1935 











THE MODERN 


MASTER PROPANE TANK 


Manufactured by THE OLDEST PROPANE TANK 
MANUFACTURING PLANT IN THE WORLD 


Back in the 30’s they laughed at “those daffy looking tanks.” That was when 
the first Master domestic tanks made their appearance. From the start they 
were a success, despite the men who thought bottle delivery was the only way. 
The domestic tank started a new, practical, economical way to deliver gas that 
built volume... simplified dispensing. Master Tank & Welding, believed to be 
the oldest manufacturer, who is still in business, of domestic propane tanks in the 
world, will continue to produce THE FINEST TANK MONEY CAN BUY. 


SOLD from QUINCY, ILLINOIS or DALLAS, TEXAS 


Order your storage and transports from 

the Master plant nearest you. 

Shipments made by truck, railroad 
—— or low cost river barge. 


| = SS “ey > 
MASTERPIECES OF € y WELDING 


STEEL FABRICATION 
, 2000 S. Front St. Quincy, Illincis © BAldwin 3-5014 
P. O. Box 5146 Dolias, Texas © Riverside 7-2441 
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ident Robert Sheridan explained. 
“Any combination of equipment 
may be lumped together in one 
package, under one lease with one 
monthly payment.” 

A chart on the plan is available 
from Nationwide Leasing Co., 11 
S. LaSalle St., Chicago 3. 


Suburban's J. N. Good 
dies after brief illness 


Joseph N. Good, regional man- 
ager of Suburban Propane Gas 
Corp.’s North Jersey and Central 





New York districts, died January 
2, after a brief illness. 

Mr. Good, who had a record of 
more than 27 years in the L. P. gas 
industry, started with Phillips Pe- 
troleum Co. at Hudson, Ohio, as an 
operations supervisor. 


Suburban Appliance buys 
cylinder cabinet firm 


The recent purchase of the B&M 
Metal Cabinet Corp., Cedar Grove, 
N. J., manufacturers of L. P. gas 
cylinder installation cabinets, by 





PUM 


WITH 


LP-GAS AT 
LOWER COST 


IKINGS 


Truck Wanita 


Specially constructed to handle LP- 
Gas, Viking Truck-mounted pumps re- 
duce the cost of loading and unload- 
ing. Equipped with return - to - tank 
valves and installed with full-size 
equipment, they give fast, positive 
delivery. Choice of 28, 38 and 70 
GPM sizes. 


Bulk Plant Operation 


A complete and improved line of Vik- 
ing Pumps to handle al! types of bulk 
plant pumping. You'll find that Viking 
supplies the right pump for your job 
— no need to accept improper size 
equipment. 


\ Fueling, Bottle Filling 


Viking Pumps made especially for 
fueling and bottle filling are direct 
connected for fast delivery. Choice 
of 5, 10; 20 and 30 GPM sizes for 
all needs, 


See the Viking Pump display, Booth 157, LP-Gas 
Show, Conrad Hilton Hotel, Chicago, May 3-6. / gone 


For complete 
information, write for 
Catalog HB and SP479B 


% 
a4 
all pumps carry this | J 


For your safety — | 
Underwriters marker % 


/ 2 T 
%, we! 
Rear Tees 


cae 


Cedar Falls, lowa, U.S.A. In Canada, it’s "ROTO-KING” pumps 


SEE OUR FILE IN BUTANE-PROPANE CATALOG 





the Suburban Appliance Co., is an- 
nounced. 

In making the announcement, A. 
H. Cote, president, revealed that 
all manufacturing operations have 
been transferred to the Suburban 
Appliance factory in Dayton, Tenn., 
and that sales and management 
headquarters will be at the com- 
pany’s general offices in Whippany, 
N. J. 


Canadian firm acquires 
another propane business 


Superior Propane Ltd., Toronto, 
has acquired the propane business 
of H. May Ltd. St. Therese, 
Quebec. 

In announcing this acquisition, 
Allan A. Rowan-Legg, president of 
Superior, stated that it included all 
the propane storage equipment, 
tanks, and regulating equipment 
previously owned and operated by 
H. May. 


Sel-Pac launches LPG 
training course 


Selwyn-Pacific Co. has launched 
“Flo Curves and Her Little Puz- 
zlers,” an unusual training pro- 
gram, for L. P. gas people in the 
U. S. and Canada. 

Flo is the sometimes-right, some- 
times-wrong “star” of Sel-Pac’s 12- 
page, 4 x 8% in., cartoon training 
booklets, mailed free every month 
to L. P. gas dealers. 

Dealers, in turn, will distribute 
the booklet to their own employees 
for unpuzzling, thus making it pos- 
sible for these same employees to 
compete for 51 prizes, one of which 
is an all-expense-paid 10-day vaca- 
tion tour via TWA. Winners may 
choose California or Nassau. 


NEWS NOTES 


Watts Regulator Co., Lawrence, 
Mass., announces the appointment 
of George Gilfeather as its district 
sales representative for northern 
California and Nevada. He will 
maintain an office and warehouse 
at 1335 Folsom St., San Francisco. 





A 16-page, 2-color booklet en- 
titled “Everyday Human Relations” 
has been published by Enterprise 
Publications. One of the biggest 
problems in life is getting along 
with other people. Knowing cer- 
tain basic ground rules or skills 
makes it easier. The booklet is 
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ideal for employee distribution. 
Price is 15 cents per copy. Mini- 
mum order 25 copies. Quantity 
prices on request. Write Enter- 
prise Publication, 11 N. Wacker 
Dr., Chicago 6. 


Directors of Signal Oil & Gas 
Co. and Bankline Oil Co. have unan- 
imously voted to merge the two 
firms on the basis of one share of 
Signal for 514 shares of Bankline. 
Signal is to be the surviving cor- 
poration after stockholders of both 
companies have ratified the merger. 


Two New West Coast sales and 
service branch offices were recently 
opened by White-Rodgers Co. The 


new offices assume the duties for- | 
merly handled by Pacific Scientific 


Co. For California, Nevada, Ari- 
zona and Hawaii, district head- 


quarters will be 201 Glendale Blvd., | 


Los Angeles 26. District headquar- 
ters for the Northwest area are lo- 
cated at 2846-52 N. E. Glisan St., 
Portland 12. The office will serve 
Oregon, Washington, Idaho, west- 
ern Montana and Alaska. In addi- 
tion to the new offices, resident 
engineers will be located at San 
Francisco and Seattle. 


The Uregas Companies recently 
concluded an agreement with the 


Caloric Appliance Corp. to repre- | 


sent Caloric on its free-standing 
gas ranges, exclusively in its en- 


tire territory. Also, Uregas will | 


distribute Caloric built-in ranges 
on a non-exclusive basis. The Ure- 
gas Companies, which operate in 
90 counties in the eastern two- 
thirds of Missouri and the western 
quarter of Illinois, will warehouse 
the ranges at each of its principal 


warehouses, these being Quincy, | 
Ill. and Moberly, Rolla and Cape | 


Girardeau, Mo. 


Executives and sales supervisors 
of H. C. Little Burner Co. Ince. | 


gathered for an annual sales 
meeting in LaPorte, Ind. recently. 
Under the direction of John V. 
Youngblood, general sales manager, 
representatives were briefed on 
new product developments and 
merchandising programs for the 


manufacturer’s complete line. Op- | 
eration Snowball, the 1959 mer- | 


chandising program, includes an 
expanded consumer and trade ad- 
vertising schedule, additional 
point-of-purchase displays and 
product literature. Information on 
Operation Snowball is available on 
request from the company’s sales 
department, San Rafael, Calif. 
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WEATHERHEAD 
Highest Quality Cylinders 
to Satisfy Your Customers 





Yes, a complete line of quality cylinders and equipment 
will help you gain a precious commodity — customer satisfaction! 
And it’s through customer satisfaction that the progressive LPG dealer 
builds a successful business. With fast, efficient service through 
one-source purchasing efficiency on a full line of quality products, 
Weatherhead opens your way to Leadership, Profit and Growth. Check 
Weatherhead for LPG today! 


See the full Weatherhead LPG line , 
at the annual LPGA / 
| / convention in May 
7 see the new line of 
Trailer Packages — 
fh and Regulators 
Fittings and Tools 
,\ » Everything you need 
for LPG. + —\h 
eadership oil 
rofit 
rowth 
for You! 





THE WEATHERHEAD COMPANY 
WARRANTY LP-Gas Equipment Division 


PROTECTION ON Cleveland 8, Ohio 
ALL WEATHERHEAD 


LP-GAS PRODUCTS 


10 Years of Manufacturing Expe) 





Plans get underway for 
Kentucky's convention 


The dates of August 2-4, with 
the Kentucky Hotel, Louisville, as 
the location for its annual conven- 
tion were confirmed by the Ken- 
tucky LPGA at a recent committee 
meeting. 


Miss Sherry Von Thompson, 
daughter of Mr. and Mrs. Paul 
Thompson, will reign as “Miss 
Kentucky L. P. Gas—1959.” 

Stress will be placed on the an- 
nual trade show; new members, 
who have joined this year; and on 
industry problems in the conven- 
tion program. 





For Faster 
LP-Gas Delivery... 


HANNAY Reels 
with GUIDEMASTER 


“COMPRESSED GAS. 














For any pumping system 

with any rewind 
power . . . Hannay hose 
reels with the Hannay 
Guidemaster will reduce 
delivery time, extend hose 
life, cut operating costs! 
Hannay reels give you 
fast, positive controlled 
rewind. Hannay Guide- 
master permits left or 
right delivery and con- 
trolled, level rewinding 
with one hand operation. 


See your LP-Gas Equip- 
ment Supplier for com- 
plete information, or 
write direct for the 
Hannay LP-Gas Delivery 
Equipment Catalog. 


Hose Reels by 


CLIFFORD B. HANNAY & SON, INC., WESTERLO, NEW YORK 
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Mueller elected president 
of Michigan group 


Russell Mueller, Protane Corp., 
Durand, Mich., was elected presi- 
dent of the Michigan LPGA at its 
12th annual convention and trade 
show. The convention was held 
January 19-20 at the Pantlind hotel 
in Grand Rapids. 

Other new officers are: Charles 
Gunther, Fuelgas Co., Bay City, 
vice president; and J. O. Gower, 
Michigan Bottled Gas Co., Eureka, 
re-elected secretary-treasurer. 

Donnell H. Fox, Robertshaw- 
Fulton Controls Co., held sessions 
for servicemen on servicing of con- 
trols, and the “Flame-Set Burner 
With a Brain.” 

Robert Okster of Minneapolis- 
Honeywell conducted a service ses- 
sion on the M-H Service Workbook. 

Michigan’s state fire marshal, 
Captain Walker, talked to the con- 
ventioneers at the Monday lunch- 
eon about the value of understand- 
ing that must exist between regu- 
latory officials and industry in or- 
der to promote a climate favorable 
for the continued growth of the 
LPG industry. 

Following somewhat the same 
trend, J. A. Gillespie, Socony Mobil 
Co., emphasized the importance of 
ethics and moral responsibilities 
and Charles Corken, Corken Manu- 
facturing Co., said that ethics in 
the industry, the responsibility of 
all educational programs, and the 
relationship between the L. P. gas 
industry and other organizations, 
is dependent wholly upon the will- 
ingness of every individual busi- 
nessman to see such _ projects 
supported. 

Of particular interest to the 160 
L. P. gasmen attending the con- 
vention was the topic, “Electric 
Competition,” where speaker L. C. 
Wright put his finger on the sore 
spot which is “electrical heating” 
and suggested that a program em- 
phasizing the advantages of L. P. 
gas be undertaken. 


White named a member of 
National Petroleum group 


The appointment of Howard D. 
White to the National Petroleum 
Council gives the national LPGA 
a voice in the group of petroleum 
and natural gas company and trade 
association executives which meet 
periodically with officials of the In- 
terior Department’s Office of Oil 
& Gas. 

Secretary of the Interior Fred 
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NEW 


AMERICAN 
WC-45-LPG 


Designed to Provide Ideal Metered 
Service for Average LP-Gas Loads 


The modern design and attractive appearance of 
the WC-45-LPG pleases customers instantly — 
and keeps them satisfied throughout years of 
dependable service. Its sturdy, light weight, welded 
steelcase construction includes these quality fea- 
tures to assure accurate measurement from pilot 
load to rated capacity, at lowest possible main- 
tenance cost: 


@ internal, counter-type, tamperproof index for 
easy meter reading. 


@ Removable soldered top for easy meter accessi- 
bility. 


© Bellows-type, molded Duramic diaphragms for 
LP-Gas service. 


© Long-lasting, one-piece Nylon vaive guides. 

© Lifetime corrosion protective finish. 

@ One-piece, corrosion and impact resistant plastic 
index box glass ends breakage problems. 

© Wall mounting lugs for quick installation. 

@ Tangent adjustable through meter inlet without 
removing top. 

®@ Synthetic grommet-type flag rod seals for mini- 
mum friction. 

© Oil impregnated, porous bronze bushings. 

Rated capacity 45 cfh propane and 40 cfh butane at 
¥%-inch w.c. differential — 5 psi working pressure — 


Y-inch F.P.T. — shipping weight 8 Ib. 
F.O.B. Philadelphia. 





Ask your American representative for full details. 


AMERICAN 


METER COMPANY 


(MECC ATED (FEF aeereate tater 
General Offices: Philadelphia 16, Pa. 
Sales Offices in Principal Cities 
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LIFETIME BEAUTY 











Proudest performers of all time, Enterprise Ranges 

of our Centennial Line are designed and 
manufactured with one hundred years of scien- 
tific know-how and dependability behind them. 


To celebrate our 100th anniversary, we have gone all out 


to build the finest ranges of all time. 


Get Entenpride for Profit. *Free floor plan. 
No down payment. "Generous advertising allowance. 
Free mat books. 


PHILLIPS & BUTTORFF Co " 


Nashville, Tennessee 00 Enterprising Ye 





N. Seaton named Mr. White to an 
ex officio membership in view of 
his position as staff head of the 
national trade association in the 
L. P. gas industry. 


Ohio education committee 
plans three-day school 


The educational committee of the 
Ohio LPGA is completing arrange- 
ments with Ohio State University 
in Columbus for a three-day school 
for installation and servicemen. 

The school will be held August 





the name that means 


PROFITS 


Here’s how TRUFLAME is helping to get extra 
business and profit for Sinclair LP-Gas distributors. 


(\ TRUFLAME adds prestige and confidence. 


\ TRUFLAME puts distributor in a better 
competitive position. 


( TRUFLAME 50/50 Advertising Plan 
doubles advertising impact 
at no extra cost. 


( TRUFLAME stands for high quality 
and dependable service. 


Write or call today for information about Sinclair's pro- 
gressive program that is helping distributors make more 
money. 


Telephone LUther 4-0411 


SINCLAIR 
Truftlame 


L AHIR 
Bl & GAS FS cn ct 
GAS SALES DEPARTMENT. 


“SINCLAIR oll BUILDING — TULSA 2, OKLAHOMA 





Claude E. Monlux, Linde Co., a division of 
Union Carbide Corp., (left) was elected 
president of the Compressed Gas Associa- 
tion, Inc., at its 46th annual meeting con- 
cluded recently. Other officers elected 
include George C. Cusack, Pure Carbonic 
Co., a division of Air Reduction Co., Inc., 
Ist vice president; D. M. Horner, Harris- 
burg Steel Co., a division of Harsco Corp., 
2nd vice president; and Franklin R. 
Fetherston who was re-elected secretary- 
treasurer. 





17-19. The number of students will 
be limited to approximately 100. 
The subjects being considered in- 
clude: carburetion, regulation and 
piping, appliance controls, furnace 
controls, bulk plant and tank truck 
operations, venting, customer rela- 
tions, safety, and Pamphlet No. 58. 

Questionnaires have been mailed 
to each OLPGA member asking 
him to indicate five of the above 
subjects he would most like cov- 
ered. The course will be based on 
the five subjects most in demand. 
The course will be open to both 
members and non-members of the 
Ohio LPGA. 


Pollard to open Council's 
second PR field office 


Richard H. 
Pollard, San 
Francisco pub- 
lic relations 
man and former 
west coast 
new spaperman, 
has been named 
western re- 
gional manager 
of the National 
LP-Gas Council. 

Mr. Pollard is 
scheduled to open the Council’s 
second public relations field office 
in the Furniture Mart in San 
Francisco early in April. He will 
work with industry leaders and 
jointly with L. P. gas state asso- 
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R. H. Pollard 





ciations, such as the WLGA, 
throughout western states to ex- 
pand the National Council’s “grass 
roots” public relations program. 


Council appoints two new 
committee chairmen 


The appointment of two new 
committee chairmen of the Na- 
tional LP-Gas Council was an- 
nounced recently by W. F. DeVoe, 
president. 

They are: A. E. Moore, president 
of the Dri-Gas Co., a division of 
Warren Petroleum Corp., who was 
named chairman of the Council’s 
dealer sales aid committee; and 
John G. Guardiola, manager of ad- 
vertising and sales promotion for 


A. E. Moore J. GS. Guardiola 
Dri-Gas Protane Corp. 


the Protane Corp., who was ap- 
pointed chairman of the public 
relations committee. 

Mr. DeVoe, manager of L. P. gas 
sales, Phillips Petroleum Corp., 
also disclosed that Rudy Munzer, 
president of Petrolane Gas Service 
Inc., will continue to serve as chair- 
man of the membership committee, 
while Donald G. O’Meara, sales 
manager of Pyrofax Gas Corp., will 
remain as chairman of the adver- 
tising committee. 

Mr. Moore replaces Frank Car- 
penter, president of United Petro- 
leum Gas Co., who recently was 
elected chairman of the executive 
committee. Mr. Guardiola succeeds 
Erwin S. Kleinmann, vice presi- 
dent of Dearborn Stove Co., as 
public relations committee head. 
Mr. Kleinmann continues as a 
member of the board. 


Association Notes 





The 10th annual convention and 
trade show of the Western Liquid 
Gas Association will be held this 
year at the St. Francis hotel in 
San Francisco on April 9-11. The 
scheduled trade show is the only 
one of the industry on the coast 
this year. This being the 10th 
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IF YOU'RE 

SICK AND TIRED 

OF JUST 

“TRADING DOLLARS” 


ON WATER HEATERS 
AND BOILERS— 


RETURN TO PROFIT 


Here’s a new deal in profitable selling of gas fired and electric 
water heaters and boilers. Consider it carefully. 


Too many of you in the business have been just “‘trading 
dollars” on this merchandise. You must do better to stay in 
business. It’s high time that we return to profilable selling! 


PROGRAM FOR PROFIT 
The H. C. Little deal is a program for profit. The program is 
direct and simple. It is based on three essentials: 


4 Exclusive, built-in product features that sell! 


2 A complete merchandising package for volume sales, 
turnover—and profit! 


4 3 Trade Show. Booths 139 and 140. 
SD Competitive pricing. — 


Visit H. C. Little at the Chicago 1959 LPGA 


Get the facts! 
Let us show you the H. C. Little “Return 
to Profit” program. Mail the coupon—now. 











H. C. LITTLE BURNER CO., INC. 
251 WOODLAND AVE., SAN RAFAEL, CALIF. 


Yes, I'll listen to your water heater and boiler ‘‘Return to Profit’’ 
program. Send the facts. 


COMPANY 





YOUR NAME 





ADDRESS 

















dais 


birthday of the Association, the 
ten past preside::its are to be par- 
ticularly honored. 


National Tank Truck Carriers 
Inc. has announced that it will 
again feature industrial exhibits in 
connection with its annual conven- 
tion. The convention and Tank 
Truck Equipment Show will be held 
at the Shoreham Hotel in Washing- 
ton, D. C., May 4 through 6. More 
than twice the amount of exhibit 


space as at previous conventions 
will be made available. Space will 


‘be available also for outdoor show- 


ing of trucks, trailers, and other 
large equipment. Fully descriptive 
literature and order blanks are be- 
ing mailed to companies known to 
be interested. Others may obtain 
details from NTTC at 1424 16th 
St., N. W., Washington 6, D. C. 


One of a series of service schools, 
sponsored by the Ohio LPGA was 
held February 5 at the Belden hotel 
in Canton. Len Farmer of the 
Bastian-Blessing Co., spoke to the 





NOW MY PROFITS 
ARE UP HERE! 


oo“ 





-.. and here’s why / 


¢ Superflame space heaters are easier to 


group on “Regulation and Piping,” 
and Don Pillen, Minneapolis-Hon- 
eywell Co., addressed the men 
using as his subject, “Furnace Con- 
trols.” These meeting will be held 
in various sections of the state at 
intervals throughout the year. 


At a recent conclave of the Ken- 
tucky LPGA a program of educa- 
tional events was planned and 
approved. These include Kentucky’s 
first Management Conference which 
was held at the University of Ken- 
tucky in Lexington on March 24- 
25; seven district service schools 
scheduled during the last two weeks 
of May with an afternoon and eve- 
ning session covering Robertshaw- 
Fulton Controls, other types of 
heating controls and limit switches, 
fire fighting equipment and vent- 
ing; and two annual L. P. gas 
service schools to be located at the 
University of Kentucky and at 
Murray State College. 


From January 5-16, 326 L. P. gas 
servicemen attended one of a series 
of ten Baso service schools held in 
Wisconsin. The schools were con- 
dueted by Ed. Abel, manager, prod- 
ucts service division, and assistant 
Jim Muth, and were promoted by 
the Wisconsin LPGA. Local ar- 
rangements were made by state 
district directors. 





sell. The completeness of the line makes 
it possible to fill every customer need. 


¢ Superflame design and appearance ap- 
peals to the customer eye. The beauty of 
these heaters enhance home decor and 
furnishings. 


¢ Superflame performance means satis- 
fied users—and to the LP trade—con- 
tinuous customers. 


¢ Superflame offers stronger support in 
promotional and advertising help to 
dealers handling their products. 


¢ Superflame understands the needs and 
problems in the LP business—they 
know what they’re saying when they 
claim—‘“‘Superflame Superiority Sells’’! 








LPGA President Art Bone congratulates Sid 
Langer, president of the Gas Institute of 
Greater Miami, on a new permanent gas 
exhibit at the Architect's Bureau of Building 
Products, Dupont Plaza Center, Miami, Fla. 
The exhibits include panels which show 
source, production, manufacture, distribution 
and consumption of L. P. gas. Like panels 
include dioramas for water heating, cooking, 
clothes drying, and safety. Future plans 
call for refrigeration, air conditioning and 
heating. Over a three-year period $60,000 
will be spent for a complete gas display. 


SEND FOR THIS KIT | 


QUEEN PRODUCTS DIVISION 
KING-SEELEY CORP. 
Albert Lea, Minnesota 


Please send me the kit “SUPERFLAME 
SUPERIORITY SELLS” 


Name. saci : 
Address ifr = 
City. 

















perr.ur-2 ff Pes 
QUEEN PRODUCTS DIVISION, KING-SEELEY CORP., ALBERT LEA, MINN. 
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POWER SECTION 





Under the expert mechanical care of Walt Arnold (left) and the Hancock, this LPG-powered tanker has rolled a million miles since 
skilled handling by drivers Don Bronson, Dale Hickerson, and Al October 1952 without a major overhaul. 


Petrolane's 
LPG-powered 
“Million Miler’ 


For a complete report on the 
truck's performance, see page 84 


In recognition of this tremendous record, the mechanic and drivers were 
honored at a banquet in Bakersfield, Calif., on February 17. Here driver 
Al Hancock (left) is presented a replica of the "Million Miler” by Bill 


Richards, Petrolane safety engineer, as Executive Vice President Leonard 
Andrews beams approval. cane 
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NOW YOU GET— 


- Western Tank ~ 


— QUALITY at the = 
HOTTEST PRICES! 


All standard tanks now in stock for direct shipment to deolers. 


o%a 


Close tolerances that mean a perfect fit everytime, are just part of the 
superior quality which you now get, at lower prices than ever before, 


when you order a Western Tank. 
MR CR ~ ewe weeeena 
! MAIL TODAY for complete price list. 

Western Tank & Steel Box 1338 Lubbock, Texas 








NAME: 





MOTOR FUEL & TRACTOR TANKS 


WESTERN TANK AND STEEL CORP. ADDRESS: 


PR a tg re ppc coercing: messy er pe TE 
LUBBOCK OKLAHOMA CITY KANSAS CITY, MO. 
SSF CB Oeees Oc ee eweea ce 
j "eee ee © @ecee coe ese eee 
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The "Red Devil" insigne of V. J. Tovatt Co. is a familiar sight from coast to coast. The 
company's 114 trucks, most of which are refrigerated with propane, blanket most of the U.S. 


LPG takes over when air freight falters 


WILLIAM W. CLARK © Editor 


T doesn’t require adversity to 
prove the value of LPG, but 
sometimes it helps. 

Take the case of V. J. Tovatt 
Co., a nationwide shipper of re- 
frigerated products. Late in 1958 
there came a rash of airline 
strikes, which hampered air traffic 
and stranded a number of passen- 
gers. Perishable cargo was earth- 
bound. Perhaps the most critical 
item was flowers, which deteriorate 
quickly unless held at closely con- 
trolled temperatures. 


Historically, flowers, being 
highly perishable, have been rushed 
about the country by air, with 
packed ice or specially prepared 
ice packs being used to keep the 
products cool in transit. Such meth- 
ods, according to Tovatt’s trans- 
portation division manager, R. F. 
Myers, are somewhat less than 
scientific. Close temperature con- 
trol is impossible. However, since 
they are airborne for only a few 
hours at a time, precise tempera- 
tures have not been too important. 

With the strikes, flower associa- 
tions had to turn to surface trans- 
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portation. A haul that required a 
few hours by air took several days 
by truck. So temperature control 
within a range of 2 or 3 deg. sud- 
denly became a necessity. 

Tovatt was ready to meet the 
challenge. The company had been 
conducting tests for some time to 
determine optimum temperatures 
and ability of its propane-powered 
equipment to achieve them. At va- 
rious times they had offered to 
make fully guaranteed shipments 
for various shippers. One of the 
company’s best drivers would be 
selected for the test run; three 


times a day en route he would 
check the condition of the cargo, 
take temperature readings, and re- 
lay the information back to the 
office in a long-distance conference. 
Tovatt’s guarantee fully indemni- 
fied the customer for damages en 
route. 


As a result, when the strikes be- 
gan, the company immediately set 
to work with the flower associa- 
tions and began trucking flowers 
between such distant points as San 
Francisco and New York. The re- 
sults, reports Myers, were excellent. 

(Continued on next page) 


SDS DO ODODOOD OOD DOD OODOOODODODOODTD OE 


When major airlines were grounded during the late- 
1958 strikes, earthbound transport had an opportu- 
nity to prove its ability to haul highly perishable 
flowers for long distances. With dependable LPG 
on the job, precise temperatures were held for days 


at a time. 


SODODOODOOOOO DOK 


YSOODODOOODOD OOO] 





So once again LPG proved its 
dependability—in this case, even 
its superiority over air shipments, 
according to Myers. 

Will propane - powered truck 
units replace the airlines as a 
major carrier of refrigerated flow- 
res? Definitely not. They will, 
however, become an important fac- 
tor in supplementing airline trans- 
port, says Myers. They can operate 
much as do “feeder” airlines, 
bringing flowers into a few major 
airline terminals where they can 
be consolidated into larger ship- 
ments for long-distance transport. 


LPG for other perishables 


The entry of Tovatt into the 
flower business only serves to ex- 
tend the fringes of the business, 
already well established in the 
hauling of agricultural commodi- 
ties. Since Tovatt established its 
transportation division in 1951 
(the company’s main business is 
still, as in the past, the import and 
export of “Red Devil’ fireworks), 
it has moved into many fields, in- 
cluding such items as farm prod- 
ucts, fresh poultry, fish and sea 
food, shrimp, nursery stocks, bulbs, 
dormant rosebushes, fresh and 
frozen fruits and berries, and fresh 
oysters in the shell for local re- 
planting. West coast fish are 
trucked to the Eastern Seaboard, 
and Atlantic fish are trucked back 
to California. Florida tomatoes are 
shipped to California, and Cali- 
fornia’s to Florida. 





R. F. Myers, Tovatt's 
transportation divi- 
sion mancger, is a 
propane advocate 
of years’ standing. 
When he joined To- 
vatt in 1951, he in- 
sisted that all re- 
frigeration units be 
propane-powered. 


These shipments are handled out 
of any of Tovatt’s eight terminals 
—Lynwood, Calif., the headquar- 
ters; Nogales, Ariz.; San Fran- 
cisco, Little Rock, Atlanta, Port- 
land, Ore.; Bear, Del.; and 
Lakeland, Fla. 

Tovatt is a firm believer in pro- 
pane as a fuel for refrigeration 
units. The company owns, operates, 
or leases 114 trucks, and all but a 
handful use propane. (The few 
that do not are among those leased 
from individual truck owners.) The 
reason is clear. Experience has 
proved the economy and depend- 
ability of LPG in this application. 





Driver L. F. Wood actuates the starter button on the propane engine. Provision is made 
on the instrument panel to operate only one side of the compressor for pre-cooling. 


Dutch Myers was well aware of 
it when he left Baton Rouge, La., 
in 1951 and set up the transporta- 
tion division for Tovatt. He had 
had his own “truck stop” service 
station in Baton Rouge since 1946. 
It was, he says, the first big truck 
stop in the state. A large share of 
his business had been in the con- 
version of trucks from gasoline to 
propane. 

He’d also been involved in the 
“buy and sell” trucking business, 
buying produce in the fields and 
hauling it to market in refriger- 
ated trucks. Those were in the 
days of the old gasoline “putt- 
putts”—hardly dependable units, 
according to Myers, and lacking in 
the close temperature control 
needed for this type of cargo. 
“When we got the produce to mar- 
ket in good condition, we consid- 
ered ourselves lucky,” declares 
Myers. 

So, during his years with Tovatt, 
Myers has insisted on propane-op- 
erated units. These are supplied 
by Transicold Corp, Los Angeles. 


Details of rig 


The Tovatt trailers are of 20-ton 
capacity, and measure 35 ft in 
length and 98 in. inside height. The 
Transicold unit is mounted under 
the trailer bed, on the left-hand 
side at about the midpoint fore and 
aft. These are of 5-ton capacity. 
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Driver Bill Watson sets the thermostatic control, mounted on the 
nose of the trailer, which keeps a constant temperature in the 
compartment—even with continuous air circulation. 


Refrigerated air at 2900 cu ft per minute is channeled over the 
canopy toward the rear of the trailer. As it spills down the sides 
it is directed diagonally downward by the stripping on the sidewalls. 





A 35-gal. LPG tank is mounted 
across from the unit, on the right 
underside of the body. Cold air is 
blown over the cargo, being intro- 
duced into the body at the forward 
end just under the ceiling and 
channeled toward the rear by a 


canopy arrangement suspended 
from the ceiling. Warmed air is 
exhausted close to the floor at the 
front of the trailer. 

Just before the first of the year, 
Tovatt took delivery of 15 new 
trailers costing a quarter of a mil- 
lion dollars. These are longer—38 
ft—and lower—88 in.—than the 
old, and the net effect is a larger 
cube capacity. Tonnage is the same. 
Net loading space is 32 ft 8 in. 


Darrell Hockensmith, 
who pumps LPG at 
the Tovatt terminal 
service station, re- 
fuels one of the new 
20-ton cross-country 
vehicles. 
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A part of the increased capacity 
in the new units was made possible 
by the use of a compressed insula- 
tion. Each trailer has three-step, 
three-seal doors. The floors are of 
extruded aluminum, corrugated to 
give increased air passage. On the 
sidewalls, wooden strips are set in 
a diagonal pattern in such a way 
as to lead the cold air at a down- 
ward angle as it passes toward the 
rear of the truck. 

For these units, 714-ton Transi- 
cold refrigerators were chosen. 
These are supplied from 50-gal. 
LPG tanks. However, Tovatt an- 
ticipates that fuel usage will be 
reduced, as the engines will run at 
a slower throttle. (Here again is 


an example of how propane, which 
runs clean at slow speeds, enjoys 
a distinct advantage over gaso- 
line.) 

The new Transicold units are 
direct-driven off a 25-hp engine, 
whereas the smaller (5-ton) units 
used a 14-hp engine. According to 
the manufacturer, experience has 
shown that the 5-ton units will con- 
sume between .6 and .8 gal. per 
hour at a constant rate of 1200 
rpm. Experience data are not yet 
complete on the 744-ton jobs. 

They give constant air delivery, 
since the compressor does not cycle 
on and off but has variable capac- 
ities. A steady 2900 cu ft per min- 
ute is circulated through the re- 
frigerated compartment. 

Before a load is taken on, the 
trailer interiors must be pre-cooled. 
With the smaller units, pre-cool- 
ing to a maximum of 30 deg. re- 
quires about two hours; with the 
new units, one hour will generally 
suffice. The units have a separate 
set of controls for this job which 
cuts in only one side of the com- 
pressor. After loading, the entire 
unit is switched in. The engine 
turns over at 1900 rpm until the 
load is cooled to temperature, then 
cuts back to 1200 rpm. This is ac- 
complished automatically through 
thermostatic control. 

This slow speed gives trouble 
when the engine is fueled with 
gasoline. There is no thermal shock 
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to break loose the carbon which 
forms, and according to the manu- 
facturer the engine must be torn 
down and the carbon cleaned out at 
somewhere between 600 and 1500 
hours, depending upon operating 
conditions. Under identical condi- 
tions, propane will give double this 
mileage between maintenance jobs. 

The bulk of Transicold’s produc- 
tion is in propane units. Gasoline 
units are generally limited to areas 
where local restrictions bar the use 
of LPG. But the company frankly 
favors the LPG units over gasoline, 
knowing that the customer will 
save maintenance costs and reduce 
engine failures. 

Breakdowns are a_ potentially 
costly item. A few hours of tem- 
peratures exceeding the optimum 
by only a few degress could often 
prove fatal to a load. Some items 
are held within a 2-deg. tolerance 
—melons, for example, which must 


be held between 38 and 40 deg., 
according to Dutch Myers. Vine- 
ripe tomatoes must be held at 53 
to 55 deg. (Here too low tempera- 
tures destroy the structure of the 
fruit.) Most flowers now hauled by 
Tovatt are air conditioned to the 
38 to 40-deg. range. But camellias 
must be held at 45-deg. 

All this serves to show that sim- 
ply refrigerating a shipment is not 
enough. The temperatures must be 
controlled to a close tolerance, but 
through a number of temperature 
ranges as dictated by the cargo 
itself. 

So while Tovatt is pleased with 
the savings on maintenance and 
fuel costs, the company is happiest 
about the low claims with LPG. 

To supply its own vehicles, To- 
vatt set up an LPG service station, 
designed and constructed by Petro- 
lane, at its Lynwood terminal. 
Other operators headquartered at 


the terminal also buy from Tovatt, 
as do transients and regular out- 
side customers. Having its own 
supply, the company effects extra 
savings. 

The fact that LPG for this use 
is free from over-the-road taxes is 
another advantage of LPG over 
gasoline. But the greatest saving, 
says Myers, is not in fuel costs, up- 
keep, or maintenance. It’s in 
claims. 

“With gasoline equipment, we 
figure claims would run 2% per 
cent of the total hauling charge,” 
says Myers. “Motor failure, which 
is increased by the excessive heat 
encountered in long runs through 
desert country, is the biggest sin- 
gle cause for this. 

“With propane, it’s a different 
story. We are confident we have 
cut claims costs by 80 per cent.” 

And think of the customer good 
will! @ 





"A million miles without a major overhaul” 


(See Power Cover) 


MILLION miles without a ma- 

jor overhaul have been rolled 
by an LPG-powered gas truck and 
trailer unit owned and operated 
by Petrolane Gas Service, Long 
Beach, Calif. 

Powered by a Hall-Scott Model 
480 engine, pulling a _ Utility 
trailer, the big Autocar truck has 
been in continuous service since 
October 1952. The rig logged 300,- 
000 miles over rugged mountains, 
always with a heavy load. Since 
its first year of service, it has 
hauled more than 2300 loads with 
an average cargo of 7650 gal. of 
LPG for a total of 17,595,000 gal. 
In addition, the engine powered the 
cargo pump for an additional 3564 
hours unloading time. 

Yet despite this heavy workload, 
the truck required less than $700 
worth of engine replacement parts 
during its more than six years of 
service. These included the fol- 
lowing: 

Two sets of valve seats $ 72.00 

Two water pump shafts 82.00 

Two exhaust valves 16.00 

Two water pump pulleys 92.00 
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One accessory shaft 42.00 

Four sets of rings and 
gaskets 

Three sets of clutch 


plates 


240.00 
114.00 


Total $658.00 
Trailer replacements totaled 
$351.79, broken down as follows: 
Eight slack adjusters $ 88.00 
Eight brake cans 
Fifth wheel ring 


Total $351.79 


Various mechanical components 
have given extraordinary service. 
The trailer’s first set of brake 
bands (Gatke) lasted for 300,000 
miles. The Timken-Detroit rear 
axle has never worn out nor have 
the original kingpins or pistons. 
The Smith TC-3 LPG pump has 
been on the truck for four years 
without overhaul. The Westing- 
house compressors logged over 
900,000 miles before a connecting 
rod gave out. 

Petrolane gave its ace mechanic, 
Walt Arnold, and the three drivers, 
Al Hancock, Don Bronson, and Dale 
Hickerson, high praise for pilot- 


ing the truck to its magnificent rec- 
ord. The men used every recom- 
mended procedure to keep the truck 
operating with minimum wear. 
They held the 2200-rpm engine at 
a maximum of 2000 rpm on pull. 
They used a vacuum gauge and 
held between 5 and 7 in vacuum. 
Drops off hills were at 1200 to 
1300 rpm. 

So pleased with the record was 
Petrolane’s management that a 
banquet was held honoring the men 
at Bakersfield Inn, Bakersfield, 
Calif., on February 17. Top execu- 
tives from companies that supplied 
parts and equipment attended and 
participated in the presentation of 
awards. Among these were W. 
Pringle, president of Hercules 
Motor Corp.; L. M. Butterworth, 
General Petroleum Corp.; John 
Gillette, U.S. Rubber Co. distribu- 
tors, and others. Leonard Andrews, 
executive vice president of Petro- 
lane, was toastmaster. 

Each of the four received a scale- 
model replica of the “Million Miler” 
and a complete Polaroid camera kit. 

More than 40 persons attended 
the affair. w 
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Convert your tractor—save up to $2874 


N any selling job, success hinges on showing the prospect in concrete terms 
| the advantage your product or service offers. This is especially important 
when you are selling a tractor conversion, because you are asking the prospect 
to lay out a sizeable chunk of capital which must be amortized over the life of 


the tractor. 


Here are some figures, compiled by Robert Jones of J. & S. Caburetor Co., 
which you can relate directly to the prospect’s pocketbook to show him how 
much money the conversion investment will actually save him: 


Large tractors 





Average number of days used per year 
Hours plowing time per day 
Total hours per year (10 hours x 100 
days) average 
Gallons of gasoline burned per hour: 
35-horsepower 
40-horsepower 
Average 


Gallons burned per year, gasoline 
3.50 x 1000 


Useful life, in years 
Average 
Gasoline consumed in life of tractor 
8 (years) x3500 (gal. per year) 
Cost over life of tractor (@ 20 cents) 


LPG burned over life of tractor (add 
10% to gasoline gallonage) 


LPG cost over life of tractor (@ 11 
cents) 


Fuel savings ($5600-$3388) 

Average motor oil consumption per 
change (qts.) 

Changes per year with gasoline 
(Change every 100 hours) 


Cost per year (10 x 9 x 30 cents/aqt.) 

Total cost for life (8 years) 

Oil changes per year with LPG 
(Change every 400 hours) 

Cost per year (24% x9 x30 cents/qt) 

Total cost for life (8 years) 

Motor oil savings ($216-$54) 


100 to 150 
8to 10 


1000 


3.20 
3.60 
3.50 


3500 
7 to 10 
8 


28,000 
$5,600 


30,800 


$3388 
$2212 


9 


10 
$27 
$216 


2" 
$6.75 
$54 
$162 


Maintenance savings (life of tractor) $200 to $500 


Total savings 


$2574 to $2874 


Small Tractors 





Average number of days used per year 
Hours plowing time per day 
Total hours per year—average 

(10 hours x 60 days) 


Gallons of gasoline burned per hour: 
Light work 


Heavy work 
Average 


Gallons per year, gasoline 
2 x 600 


Useful life, in years 
Average 
Gasoline consumed in life of tractor 
5 (years) x 1200 (gal. per year) 
Cost over life of tractor (@ 20 cents) 
LPG burned over life of tractor 
(add 10% to gasoline gallonage) 


LPG cost over life of tractor (@ 11 
cents) 


Fuel savings ($1200-$726) 


Average motor oil consumption per 
change (qts) 


Changes per year with gasoline 
(Change every 100 hours) 


Cost per year (6 x 6 x 30 cents/qt) 

Total cost for life (5 years) 

Oil changes per year with LPG 
(Change every 400 hours) 

Cost per year (1% x 6 x 30 cents/qt) 

Total cost for life (5 years) 

Motor oil savings ($54-$13.50) 

Maintenance savings (life of tractor) 

Total savings 


40 to 150 
8to 10 


600 


1.50 
2 to 2.50 
2 


1200 
4to6 
5 


6000 
$1200 


6600 


$726 
$474 


6 


6 
$10.80 
$54 


1¥, 
$2.76 
$13.50 
$41.50 
$200 
$715.50 


$$$ $$ $ $ $ $ $ $ 
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Now's the time to think of... 
WEED BURNING 


L.P. GAS CONVERSION 
AND MONEY MAKING 4 


MANCHESTER L.P.G. EQUIPMENT 


There's a time and place for everything. And, NOW 
is the right time to offset the summer slump by selling 
Manchester load balancing equipment. 


WEED BURNING EQUIPMENT 
Power Jet Burners which have 
proved so successful in industry 
and on the farm can be handled 
by the most unskilled labor. 
Manchester equipment for non- 
selective burning is as flexible as 
the varying needs. 


TRACTOR AND MOTOR FUEL L.P.G. TANKS 


For fast, easy installation...sev- 
enty different L.P. Gas conversion 
tanks for tractors, trucks, forklifts 
... specifically designed to produce 
the ‘Factory Equipped" look. 


To make selling easy ...a complete 
handbook with index tabs for each 
section: Tractor Tanks, Truck and 
Automotive Tanks, Fork Lift Tanks, 
ICC Cylinders, Weed Burning 
Equipment and New Selling Aids. 
Write to: 


NCHESTER Zuxhz Equipment Co. 


NEwmark 1-9357 or NEvada 6-2839 
2880 NORTON AVENUE + LYNWOOD, CALIFORNIA 


Find out about ‘‘Our-Man-CHESTER’’ Gold Rush Contest at our Booths 3 and 4 at the W.L.G.A. Show in San Francisco. 





arkhill 


Safety Hose Nozzles 
1. Long Lite 
2. Steel-Ductile lron 


3. Easy to Repair 
4. Safe 





Parkhill Nozzles 

lock on and open fuel 
valves in 3 seconds... 
On release, automati- 
cally vent away from 
hands. 


Two sizes: Domestic 7” 
Truck 11” overall. 


Write for Information 
PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 





LPG gets rid 
of the water 


HETHER it’s too much, too 

little or just in the wrong 
place, water is one of man’s basic 
problems. There are many times 
that propane power offers the solu- 
tion. 

Take for example, the erection 
of Denver’s new $7 million Post 
Office Terminal Annex. The loca- 
tion is at 15th and Wynkoop, ad- 
jacent to the Denver Union Station 
and about a block and a half from 
Cherry Creek. The soil is almost 
straight sand and gravel, under- 
laid with a bed of small glacial 
boulders. The water level is only 
a very few feet below the surface. 

To put down the foundations and 
footings for a five story, block 
square building under these condi- 
tions requires a bit of doing. One 
of the first requirements is to get 
rid of the water. 

The General Contractor, ©. H. 
Leavell & Co. of El Paso, Texas, 
solved the problem with a propane 
powered pumping system. A well 


Propane power keeps working night and 
day to draw water from working area and 
discharge it into adjacent Cherry Creek. 
Jack Neilson, engineer in charge of power 
plant, surveys the outlet. 
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A Hercules, 6 cylinder power plant equip- 
ped with an Ensign combination carburetor, 
powers the well point system. 





point system was installed at the 
bottom of the excavation about 18 
ft below street level. It is powered 
with a Hercules, 6 cylinder power 
plant (about 175 hp) equipped 
with an Ensign combination car- 
buretor. 

Ninety-five well points were put 
down a distance of 21 feet in a 
pattern to cover the 100,000 sq ft 
area. The pump develops a 20 lb 
vacuum which pulls up the water, 
which is then forced through a 12 
in. pipe line for a distance of more 
than a block and a half where it 
empties into Cherry Creek. 

This has efficiently drained the 
working area of the water; in fact 
it has dried up many of the shallow 
wells for several blocks around. 

At the time of this interview, the 
propane powered engine and pump 
had been running 24 hours per day 
without stop for more than three 
months. 

Jack Neilson, engineer in charge 
of the plant has been over 25 years 
in the construction business and he 
is thoroughly sold on L.P. gas. 

“There is no ‘down time’,” he 
says. “With ordinary gasoline 
power it is necessary to grind 
valves or replace them at least once 
every three weeks. L.P. gas does 
away with that expense. It pro- 
vides reliable, steady power over a 
long period with no time out for 
overhauls. 

Red Dot Gas Co., a subsidiary 
of Suburban Gas, is the fuel sup- 
plier. The 500 gal fuel tank must 
be filled twice a week to keep the 
plant operating. A_ substantial 
number of salamanders are fueled 
from separate tanks and add mate- 
rially to the total gas load. a 
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*LUGGING POWER 
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ONLY CENTURY LP-CARBURETION 
SYSTEMS OFFER ALL THESE FEATURES: 


Lugs down without fading * Exclusive sealed roller bear- 

... holds mixture correct ings on throttle shaft... 

during recovery guarantees extra long use 
... keeps out dirt 

High capacity, more com- 

pact converters consistently * Exclusive built-in economy 

generate more horsepower range with fuel metering 
valve carburetors 

Easy on-vehicle servicing 

* Exclusive triple action fil- 

Easiest to install tering with screen-felt- 
chamois system and posi- 

Quick starting tive lock-off in one unit 


Ask The Man From Ce 
.. + for installation 


* 
...0n the spot se 
OENTURFRY gives you more 4) 
power... more efficiency 


p 


+ 


CENTURY 


UP-OAS CARBURETION 7 

















For further information on items reviewed in this section use the 
convenient post-paid Readers’ Service Cards on pages 89, 90 








Norco's 1959 refrigerator line 


Norco has announced its 1959 
new-look, slim-line gas and electri- 
gas convertible Norcold refrigera- 
tors, in the 4- and 6-cu ft. sizes. 
They are made in three pastel dec- 
orator colors and white and are 
guaranteed for ten years. The gas 
refrigerators approved by AGA 
have no moving parts. The 6-cu ft 
refrigerator has cross-top freezing 
and an automatic interior light. 
The electrigas refrigerator is de- 
signed to convert from gas to elec- 
tricity in just ten seconds. De- 
signed mainly for the dealer, a 
four page, full color 8% x 11 in. 
folder fully illustrates and explains 
the new units and their many gen- 
eral applications. A six page, smal- 
ler folder (3 x 6 in.), is designed 
for consumer use and is available 
in quantity. 

Circle 1 on Readers’ Service Card 
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Explosion-proof thermostat 


An explosion-proof thermostat, 
UL approved for Class 1, Group D 
hazardous areas, has been an- 
nounced by Fenwal. Designed for 
immersion in tanks, wall installa- 
tion, and for exposure to contami- 
nated environments, it is made up 
of three sub-assemblies: a Series 
47000 Thermoswitch unit, stainless 
steel well, and an explosion proof 
junction box that completely pro- 
tects the lead wire outlets. The 
unit is completely adjustable over 
a 32 to 500 deg. F range, and can 
be exposed indefinitely to —100 
deg. F, or, for short periods, to 100 
deg. F above its set point. 

Circle 2 on Readers’ Service Card 


Barbecue built-ins 


The new, 1959 Majestic Char- 
Grill line of indoor barbecue 
equipment features five different 
built-in barbecues, plus high ca- 
pacity vent-hoods, electric spits, 
and other accessories. The gas 
barbecue’ utilizes random _bri- 
quettes of special ceramic material, 
placed over the grate, to catch and 


retain the heat, allowing gas to be 
turned low for simmering. The 
burner is fed with a high 25,000 
Btu heat through % in. inlet 
which connects to any existing 
or extended gas supply. All five 
models feature a convenient front 
door for access to the gas control. 

Circle 3 on Readers’ Service Card 


Easy-to-check regulators 


A molded lucite prism through 
which the indicator for the re- 
serve cylinder is visible from a 
30 ft distance is the new feature 
of the latest Rego Certimatic 
automatic throwover regulators. 
Coated with highly reflective red 
Scotchlite, the new reserve indi- 
cator flag operates beneath an un- 
breakable molded prism. The Rego 
Certimatic regulator combines 
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two-stage regulation and auto- 
matic throwover to the reserve 
cylinder. Uniform delivery pres- 
sure is provided from pilot light 
to 225 CFH (568,000 Btu) per hr. 
Inexpensive conversion kits are 
available to add the prism indicator 
feature to existing units, accord- 
ing to the manufacturer, Bastian- 
Blessing. 

Circle 4 on Readers’ Service Card 


New trencher 


“New throughout” is the 1959 
model M-3 Ditch Witch trencher 
by Charles Machine Works. New 
features are: all riveted 20,000-lb 
test digging chain; improved dig- 
ging teeth, heat-treated with 
Studite hard-surfaced cutting 
edges; telescoping digging boom; 
spring tension adjustment for dig- 
ging chain to insure correct chain 
tightness and eliminate stalling in 
toughest digging; and new fac- 
tory-sealed, ball-bearing-mounted 
planetary gear reduction unit 
with a single lever shift. Standard 
equipment includes: three-piece 
telescoping boom to provide selec- 
tion of 2, 3, 4 or 5 ft boom; three- 
piece digging chain for depths of 
2, 3 or 4 ft; complete selection of 
digging teeth to cut 3, 4, 6 or 8 in. 

Circle 5 on Readers’ Service Card 


Built-in appliance line 


Chambers has marketed new 
models and designs of matched and 
packaged built-in kitchen appli- 
ances for 1959. Included are ovens 


APRIL, 1959 





WINTER AIR CONDITIONER 
For Efficiency, the RIVIERA reigns unchallenged 
- more Heat on less Gas. Delivers greater 
volume floorward; insures more Living Zone com- 
fort. “Cool Cabinet” eliminates fringe waste, 
centralizes total heat supply . . . Giant Fan de- 
livers it quietly, gently everywhere, room or 
apartment. Completely Automatic (Safety Pilot, 
Room Temperature & Fan) with 100% Safety Shut- 
off in case gas fails. 
EXCHANGER is 100% welded (burner to flue); and 
“dimpled” to muffle thermal noises. Castiron Com- 
bustion Head takes all heat shock; lasts a lifetime. 
Hi-Fi Burner is castiron, non-clog; insures “balanced- 
flame” combustion, quiet on any gas. Access to all 
controls and adjustments via front Service Door. ct 
EASIEST, SIMPEST TO INSTALL : 

Only low Floor Chassis needed to couple, 

regulate, test; then, place Cabinet and lock. 

Ends fuss, muss and fumbling. 


OFFERED IN SIZES FROM 35,000-70,000 BTU & 
nik CATALOG NO. 59 for all Consoles, 
Utility and Fireplace Heaters. 
SPECS FILE NO. 773 for Sealed # 
V.0O.M. On-Wall Heaters; no chimney ° 


SPECS FILE NO. 753 for Vented:# 
Recessed In-Wall Heaters. .. »y 2.0 
FOR NATURAL 


@ MANUFACTURED @ MIXED @ 


\ 


CONTINENTAL | 
lewboy model & fully 
enclosed. Sizes from 
35,000-65,000 Bru. 


CONTINENTAL 
“STANDARD” 
Modified counterpart of 
Continental |. Sizes 
from 15,000-30,000 Bru. 


BLOWER ATTACHMENT 
FOR CONTINENTALS 


HEATS 
CIRCULATES 
HUMIDIFIES 


Heaters 


LP-GASES 





THE OHIO FOUNDRY & MFG. CO. “America’s Finest Since 1846” STEUBENVILLE, OHIO 
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and surface units, refrigerator- 
freezers, dishwashers-dryers, dis- 
posers and ventilating hoods. The 
appliances are coordinated in color, 
design, materials, styling and 
finish. 

Circle 6 on Readers’ Service Card 


Catalytic heater-broiler 


A combination portable stove, 
vertical broiler and radiant heater 
is now being offered by Devonair 
Products. The unit, called the 
Devco, is based on a new principle 
of gas heating and cooking—a 
catalytic method of producing 
flameless infra-red radiant heat. 
The catalytic burner is perma- 


nently coated wire-mesh screen 
that burns propane gas flamelessly, 
turns cherry red to radiate true 
infra-red heat energy. Single dis- 
posable fuel cylinder operates for 
two to six hours. The unit is the 
size of a large lunch pail and 
weighs only 9 lb with fuel. It de- 
velops as much as 9500 Btu of 
radiant heat from a cold start in 
a matter of seconds. 

Circle 7 on Readers’ Service Card 


Large T & P relief valve 


Said to be the only valve of its 
type available, the Watts No. 340 
is a new large capacity ASME- 





availability 


Suspended gas unit heater—duct furnace—floor model room heater . . . no 
matter what you need, it’s as close as your telephone. Just give your Reznor 
distributor a call. He should be able to meet your requirements right out of 
his warehouse stock. Reznor dealers don’t miss sales because they can’t get 
delivery. If it’s Reznor equipment, it’s available today from the Reznor dis- 
tributor in your town. 


AVAILABILITY—just one of the many reasons why Reznor dealers make 
sales . .. and more money. Ask your Reznor distributor for the complete story. 


in —_— 


Look for | NYGSf 
ieee | OS" REZNOR 


the Yellow Pages | 
Se 
\ > J 


— 


> LARGEST-SELLING DIRECT-FIRED 


Zi SUNIT HEATERS 


Reznor Manufacturing Company, 4 Union Street, Mercer, Pa. 
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rated combination temperature 
and pressure relief valve. 
Equipped with test lever and 1144 
in. female inlet and outlet con- 
nections, it features all-bronze 
construction, guideless stickage- 
free seating design, and _ ex- 
tremely high capacity. It may be 
installed in locations previously 
using two or more smaller valves, 
has an ASME steam pressure 
rating of 5,707,000 Btu per hr at 
125 lb. and a temperature water 
rating of 3.5 million Btu per hr. 

Cirele 8 on Readers’ Service Card 


Gas lamps 


Modern Home Products an- 
nounces the availability of its 
Charmglow gas lamp. Made of 
solid copper or cast aluminum, it 
is available in a wide variety of 
finishes. 

Circle 9 on Readers’ Service Card 
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O-ring seal fitting 


Announcement of a new type of 
O-ring seal fitting with tapered 
pipe threads, permitting connection 
to an existing female pipe thread 
and securing a positive seal with- 
out the use of sealants, is made by 
the Crawford Fitting Co. The seal 
is built integrally into the body of 
the fitting. Available in all ma- 
chinable metals and plastics in 
sizes for 1/16 in. through 1 in. od 
tubing. It can be furnished in a 
variety of materials to meet spe- 
cific requirements. 

Circle 10 on Readers’ Service Card 


One-man hydraulic crane 


A one-man hydraulic crane, cap- 
able of lifting 1500 lb with a 44 in. 
boom, has been announced by Ideal 
Crane Co. It is available with 
either inside or outside truck 
mounts as standard equipment. A 
floor dolly is available at extra cost 
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for shop use. Every Ideal Crane 
is uniform and is interchangeable 
among all truck mounts and floor 
dollies. The company also offers 
accessories of barrel chains, nylon 
appliance straps and boom exten- 
sions. 

Circle 11 on Readers’ Service Card 


Plastic microphone 


A lightweight, plastic micro- 
phone is now standard equipment 
with all General Electric Progress 
Line mobile two-way radio units, 
replacing conventional metal types. 
Built to withstand extreme condi- 
tions of vibration and corrosion, 
the mike uses a controlled magnetic 
cartridge. 

Circle 12 on Readers’ Service Card 
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Non-sticking plug valve 


A valve, field-tested severely up 
to 15,000 psi, is stronger and 40 
per cent lighter than conventional 
tapered plug valves, needs approxi- 
mately 50 per cent less turning 
force, can be overhauled in the 
lines, and can be used in lubricated 
or non-lubricated service, accord- 
ing to Hamer Valves. 

Circle 13 on Readers’ Service Card 


Filtered air clothes dryer 


Filtration of incoming air before 
it is heated or comes in contact 
with wet clothes is being featured 
for the first time by Maytag in its 
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2000 PSI PRESSURI 
COULDN'T BREAK THE HI 


1000 hours of hard 
salt spray couldn't 


corrode the dial 


It’s a proven fact... the 


ROCHESTER Cprilevighe Gauge is the 


most rugged in the LP Gas Field! 


The Criterion aluminum gauge head is one piece — there are 
no rivets, no welds, no weakening joints of any kind. The special 
Alcoa aluminum alloy used in the head is corrosion proof. These P 


exclusive Criterion features mean extra profit for you. 


DEMAND Rochester Criterion gauges on your next tank order 


or order direct from factory. 


ROCHESTER GAUGES, INC. 


OF TEXAS 
2425 CAROLINE ¢ DALLAS, TEXAS 


SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 
PHILADELPHIA; SAN FRANCISCO; LONDON, ONTARIO 


HUUTUUUUUUNNUUI 





Keep Up with L. P. gas BUTANE? i 
Developments Each Month pt 
by subscribing to 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


(0 Check herewith 0 Bill me CO! year $2.00 0 2 years $3.00 


Saeeeeeseeeeeesaseeeeeesees® 
eseseseeseeesececeseseeassunaan! 
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A complete Fs dl and well 
wo Py gan weeny 


, Elgin’s new Cabinet 
50 softens water, removes rust and filters 


for mp Fo clarity in one automatic operation. 


The Model 50 is easy to install and 
requires minimum maintenance and 
salt attention. A “most wanted” appli- 
ance, easily sold on its looks and p 
formance in city and rural areas 
it is a natural tie-in with home 
improvement plans. 


make your selling job easier and 
more professional. 


t Automatic 
iv Oeil 50 


Write hatin Full Resale Facts TODAY! 
Appliance Division 


ELGIN SOFTENER CORPORATION 
243 N. Grove St., Elgin, Hlinois 





COMPANY, INC. 


Since 1886 








“Halo of Heat” gas clothes dryer. 
The new filter covers air vents on 
the back of the dryer. Air is fil- 
tered as a suction fan pulls room 
air into the cabinet, over all sides 
of the drum and through the circle 
of even heat that surrounds the en- 
trance to the tumbler drum. 

Circle 14 on Readers’ Service Card 


Hydronic home heating 


The Peerless Heater Co. has in- 
troduced a midget cast iron boiler. 
According to the company, it is a 
proven small boiler with a large 
heating capacity for installation in 
a limited space. It incorporates a 
Minneapolis-Honey well “Powerpile” 
pilot-burner generator, thereby 
generating its own electricity to 
operate the main thermostat. There 
are three basic sizes rated 70,000, 
95,000 and 120,000 Btu per hr in- 
put (city gases); available to burn 
other types of gases, with all three 
sizes offered as packaged units. 

Circle 15 on Readers’ Service Card 


Spherical fire extinguisher 


A unique spherical, disposal- 
cartridge fire extinguisher has 
been introduced by Ansul Chem- 
ical. The unusual shape permits 
storage in minimum space and 
gives a high center of gravity, 
permitting effective one-hand op- 
eration and accurate control of 
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the flame-killing stream. A 
squeeze of the trigger-grip sends 
a steady stream of dry chemical 
onto the blaze with an effective- 
ness rated equal to eight pump- 
type, one-quart carbon tetrachlo- 
ride extinguishers. 

Circle 16 on Readers’ Service Card 





Direct-vent wall heater 


Deliveries have started on a 
new direct-vent wall heater, the 
Quaker “Decorator.” The manu- 
facturer, Heil-Quaker, states that 
only the Decorator may be in- 
stalled in any of three positions: 
fully recessed, partially recessed 
(shown), or hung on the wall “like 
a picture.” In any of the positions, 
the outside vent mounts flush. 
Utilizing the counterflow princi- 
ple, the Decorator delivers heat at 
the floor for maximum comfort 
and economy and has the further 
advantage of using outside air only. 
Capacity is 30,000 Btu per hr 
input. 

Circle 17 on Readers’ Service Card 


Roper's 1959 range line 


Three Gourmet models head the 
line of 1959 ranges being intro- 
duced by Geo. D. Roper. The Gour- 
met 30, 36 and 40 in. sizes, plus 
many other ranges in the line, 
qualify for the AGA’s Gold Star 
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Award. Featured on the ranges is 
Roper’s Circle-Simmer top burner 
and an improved version of the 
Rotis-O-Grill range-top rotisserie- 
broiler-griddle. Also available is 
the Epicure series, followed by De- 
luxe and Custom models. 

Circle 18 on Readers’ Service Card 


Flame detecting unit 


A flame detection device that can 
be used on all types of commercial 
and industrial heating or proces- 
sing burners has been introduced 
by Minneapolis-Honeywell. Heart 


of the flame detector is Honeywell’s 
recently unveiled ultraviolet-sensi- 
tive tube. The tube works with an 
amplifier circuit to add up the im- 
pulses of electrical energy gen- 
erated by the tube as it counts the 
ultraviolet rays present in all types 
of flame. 

Circle 19 on Readers’ Service Card 


NPTF threaded pipe fittings 


Dryseal threaded NPTF pipe fit- 
tings, which have proven to elimi- 
nate “leakers,” are available. They 
are said to increase impact resist- 








HIGHEST IN EFFICIENCY 
LOWEST IN COST 


Will fill all small LPG tanks as fast as any larger pump. 


100 LB. CYLINDER 4 min. or less; 20 Ib. cylinder 1 min. or less; 
fork lift tanks no problem; motor vehicle fuel tanks, 8 g.p.m. 


Money saving advantages not found in other makes: 


a. 


Built-in strainer. 


ao 2. Built-in 2-way bypass valve. 


a 


3. Motor has built-in switch and thermal overload protection. 
oO 4. Easiest to install, no strainer to pipe in, 


bypass easiest to connect, wiring simplified. 


5. Smith Mechanical Seal, safest and most trouble-free. 
NOW U.L. APPROVED. Specify the EG-1 pump for intermittent- 
duty service, filling all small tanks (up to 10 or 12 a day). 


Save money on first cost, installation cost, and on maintenance. 


FOR HEAVIER DUTY JOBS, filling more tanks a day, our Model 
EC-1 has the same dimensions, but is built of better materials 
and is still sold at a competitive price. 


MITH 


PRECISIOM PRODUCTS COMPANY 
1135 MISSION ST. © SOUTH PASADENA, CALIFORNIA® 


PHONE: RYon 11-2293 of RYan 1-269! 


Southeastern Distributor: Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fla.; Jackson, Miss. 
Western States Distributor: Teeco Products, Inc., 3920 West Burbank Blvd., Burbank, California. 
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MODERN 
ALL THE WAY 




















GENERAL L-P GAS TANKS 


20 1b.—40 Ib.—60 1b.—100 Ib. Cylinders 


Complete Line of Accessories for Single or Double 
Hook-ups . . . Regulators—Valves—Racks—etc. 
Everything that is needed for complete Bottle 
Gas Installation. 


* Send for full details today. 
General Processing Corporation 
Main Office and Factory: Quincy, Michigan 


West Coast Division: 
10854 E. Central Ave., El Monte, California 
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ance from 33 to 40 per cent. In 
stock for immediate delivery is a 
line of fittings in pipe sizes % in.- 
27 through 2 in.-114% in the Hot 
Dip galvanized finish plated with 
brass dichromate or in a special 
process dull zinc rust-proof finish. 
The fittings include tees, 45 and 90 
deg. elbows, reducing couplings and 
tees, pipe caps, hex bushings, 
unions and nipples. 

Circle 20 on Readers’ Service Card 





Small appliance controis 


To meet the need for small ap- 
pliance controls, a line of preci- 
sion built, compact devices has been 
introduced by Grayson. Basic in 
the new series is the TSC-110R, a 
manually operated control for use 
on console heaters, bathroom heat- 
ers and vented and recessed wall 
heaters. For automatic control of 
the appliance, it is available with 
a snap-action hydraulically oper- 
ated thermostat which is sensitive 
to return air flow—known as the 
110SR. Automatic operation utiliz- 
ing a wall thermostat is accom- 
plished by addition at the factory 
of a 24-volt heat motor type auto- 
matic valve. This model is 110ER. 

Circle 21 on Readers’ Service Card 


Furnace line 


Carrier Corp. announces a new 
Lo-Boy series to add to its Winter 
Weathermaker line of furnaces 
with easy adaptability to summer 
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cooling. The heat exchanger is 
coated with a combination metal 
and ceramic material to withstand 
high temperature. The series in- 
cludes six sizes with inputs rang- 
ing from 75,000 to 200,000 Btu. All 
are equipped with proper blower 
and motor selection for both heat- 
ing and summer cooling. 

Circle 22 on Readers’ Service Card 


Giant built-in oven 


Claimed to be the only 18 in. 
wide built-in gas oven without an 
exposed vent in the instrument 
panel, this new Modern Maid fea- 
tures a recessed control panel. 
Available extras are a triple-spit 
rotisserie, chrome oven door lin- 
ing, and the Roastender, which 
buzzes and cuts off the oven at 
the selected temperature. Manu- 
factured by Tennessee Stove 
Works. 


Circle 23 on Readers’ Service Card 


3 
Highly efficient fryer 


Reported to have a greater in- 
put per pound of fat than any 
other gas fryer is the new Model 
14-HL Super-Chef fryer. The 81,- 
000-Btu unit uses only 25 lb of 
fat, saving 10 to 15 lb with each 
change. Features include: a full 
14 in. square frying area; lift-out 
strainer tray that simplifies sedi- 
ment removal; drawstring filter 
stacks that provide one-minute 
filtering; a gas-operated electronic 
thermostat with 2 deg. accuracy; 
100 per cent safety pilot controls 
that supply the current so no 
plug-in is required, and a silent, 
lifetime square burner. 

Circle 24 on Readers’ Service Card 


Nozzle mix burner 


A new nozzle mix burner has 
been developed by Hauck Manu- 
facturing for heating processes 
requiring sealed-in firing with a 
commercial fuel gas. Advantages 
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claimed are: the application flex- 
ibility and advantage of firing 
with nozzle-mixed gas over a wide 
range of burner capacity, with 
exceptional flame stability; posi- 
tive lighting at any burner setting 
on hot or cold furnaces, kilns, or 
retorts; quieter combustion than 
with premix burners; greater heat 
distribution because of the higher 
forward velocity of combustion 
gases; no flashback because air 
and gas mix at the burner outlet; 
elimination of proportioning mix- 
ers; a uniform fire without exces- 
sive burner tile temperatures; and 


satisfactory performance with 
normal or excess volume of air 
or gas. 

Circle 25 on Readers’ Service Card 


Built-in range line 


A line of built-in gas ovens and 
cooking tops, called the Debon- 
Aire, has been unveiled by Stiglitz. 
Among the features of the chrome- 
lined ranges is wrap-around fiber- 
glass insulation that guarantees 
even heating throughout the 18-in. 
ovens at 15 per cent lower heating 
costs. Cooking tops, which have 








the heart of your 


LP-GAS 
handling system 


% Ideal for truck, bottle filling or bulk plant installation. 


% Heavy duty, anti-friction bearings at both ends of the shaft — 
completely protected from the pumpage. 


% Cartridge-type mechanical seals protect bearings and eliminate 
packing gland maintenance. 


*% Non-metallic sliding vanes — “self-adjusting for wear.” 


* Easily replaced wearing parts. 


* Differential pressures up to 100 psi and hydrostatic pressures 


up to 1250 psi. 


WRITE FOR BULLETIN 500 


“liquid materials handling"® equipment 
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BLACKMER__ 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


See Yellow pages for your local sales representative 
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More than 15,000 L.P. gas men 
read ae 
CWS 


. - « key men and “comers,” in more than 11,000 LPG plants! 





They read it—as you probably do— 


to keep up with the thinking, doing, planning of industry 


leaders... 


to keep abreast of changing trends in markets and manage- 


ment... 


to learn what's new today and coming along for tomorrow . . . 


to grow faster and profit more in the L.P. gas business. 


BPN builds men for your business. 


If you have key men—or men you want to 
develop into key men for the future—who 
are not regularly reading B-P News, call this 
advertisement to their attention and suggest 
they subscribe. 


Month by month, B-P News will broaden 
their understanding of the L.P. gas industry 
—add to their know-how and ability—in- 
crease their value to you as associates or 
employees. 


The cost? LESS THAN 4¢ A WEEK! 


In these days of spiraling prices, it may seem 
incredible that you can buy so much practical 
information and education for so little. But 
the subscription price of B-P News is still 
what it was years ago—$2 for one year, $3 
for two years. 


No business can be any stronger than the 
people it employs to carry it on. Urge your 
key men and your “comers” to subscribe 
TODAY to BUTANE-PROPANE News—the 
“headquarters for L.P. gas information” 
since 1931. 


Send the Coupon Today! ° BUTANE-PROPANE News, Dept. B, 198 S. Alvarado St., Los Angeles 57 


BUTANE-PROPANE News 
A Chilton © Publication 
198 S. Alvarado Street 
Los Angeles 57, Calif. 


2 years $3.00 0 
lyear $2.000 


Enter my subscription as checked: { 


NAME JOB 





FIRM 





MAIL ADDRESS 





ZONE STATE 
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BIG PROFITS ahead 
for dealers who SELL 


SUBURBAN 
NOVENT 


and 


DYNAVENT 
GAS HEATERS 


One look at the features of these mod- 
ern, compact gas heaters and you, too, 
will see why. 


@ Install in window or outside wall 

@ Take up no floor space 

@ Completely power vented without 
flue or chimney 

@ Safe — burn no room air 

© Automatic — with built-in or wall 
thermostat 

@ Forced warm-air circulation 

@ Even heat from floor to ceiling 


SAVE UP TO 30% IN FUEL COSTS 


Available in three sizes — 
20,000 BTU — 35,000 BTU — 45,000 BTU 


Fully Approved by AGA, Leading Utilities 
and LP-Gas Marketers 


For complete details write to Dept. BP-459 


SUBURBAN APPLIANCE CO. 


GENERAL OFFICES — WHIPPANY, N. J. 
FACTORY — DAYTON, TENN. 
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two to four-burner units, have 
Thermo-Magic controls. One model 
has a built-in griddle between four 
burners. The ovens are available 
in six colors and there are six cook- 
ing top models. 

Cirele 26 on Readers’ Service Card 


TRADE LITERATURE 


Air conditioning booklet 


Arkla has a new booklet, “A New 
Way of Life with Gas All-Year Air 
Conditioning.” The booklet is based 
on a survey conducted by the Na- 
tional Association of Home Build- 
ers to find out exactly what hap- 
pened when a family moved from 
an ordinary home into one that 
was air conditioned for year-round 
living. 

Circle 27 on Readers’ Service Card 





One-man trencher booklet 


The Arps Trench-Devil, Model 
M-A, a one-man operated trencher, 
is described in an illustrated 6- 
page bulletin. Self propelled, it 
digs trenches 234 in. to 8 in. wide, 
up to 54 in. deep. 

Circle 28 on Readers’ Service Card 


Two-stage regulator data 


Fisher Governor now has avail- 
able a four-page catalog describ- 
ing in detail its L. P. gas two- 
stage regulator packages. These 
packaged units are complete and 
ready for installation, including 
first and second stage regulators, 
pigtail and mounting bracket. 

Circle 29 on Readers’ Service Card 


Gas range information 


The new Morley-Majestic Com- 
mercial Gas Range Catalog shows 
the entire line of heavy duty and 
restaurant type ranges, deep fat 
fryer, the special burner type 
broiler and other related items 
which make up a full line of insti- 
tutional cooking equipment. 

Circle 30 on Readers’ Service Card 


Fan and limit control folder 


“The most complete line of fan 
and limit controls” is the title 
of a four-page folder issued by 
White-Rodgers. Each of the three 
series available is described. Ap- 
plication information is included. 

Circle 31 on Readers’ Service Card 











THIS TRENCH IS COSTING 


ONLY 1 CENT PER FOOT 


with the 


Unsolicited performance reports from ac- 
tual users state that POW-R-SPADE narrow 
trenches cost only 1 cent to 3 cents per 
foot, including labor. (Many report much 
less than 1 cent per foot.) Digging speed 
varies from 11 ft. to 17 ft. per minute 
depending on soil conditions. POW-R- 
SPADE is light, rugged, with minimum of 
maintenance. Shipped completely assem- 
bled. Neat, fast, professional trenches— 
3 in. wide to 24 in. deep, or 4 in. wide 
to 18 in. deep Send coupon today. 


| One man can transport from job to job. 


| Stampings, inc., 1017/2 Mound S#., Davenport, 


lowa 
Please send complete information on POW-R- 
SPADE: 


NAME 


COMPANY 


| STREET 


city 
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Flo Cures 


a new kind 

of teacher 

who trains your 
service men and 
drivers in LP 

by means of a 
fascinating 
monthly game 
played by mail. 













































































let Flo Curves and her 


oe 
uzzlers 


make your men more productive 


Flo rewards your men for learning with... 


an all-expenses-paid VACATION TRIP FOR 
TWO via TWA SKYLINER. The grand-prize 
winner can choose 8 fun-filled days in 
California or 10 days in Nassau and 
Miami. 50 other wonderful prizes for the 
runners-up in Flo Curves’ Little Puzzler 
training contest. 


Mail the coupon now, and your men will 
receive Flo Curves and Her Little Puzzlers 
in the mail once a month. 

There’s no charge, of course. This is an- 
other feature in Selwyn-Pacific’s contin- 
uing program of service to the LP dealer. 


MAIL THIS COUPON NOW 


SELWYN-PACIFIC COMPANY 
P. 0. Box 61031 + Los Angeles 61, Calif. 
Please send me your FREE “Flo Curves and 


Her Little Puzzlers” training course for my 
men at no obligation whatsoever. 





COMPANY NAME — PLEASE PRINT. 





ADDRESS 


_—, Deane STATE OR PROVINCE 


Please send copies each month. 
(1 for each man) 
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RALPH A. PURCELLI, executive 
assistant to the general manager 
of Rockwell Manufacturing Co.’s 
Barberton, Ohio, plant, has been 
named general manager of the 
company’s Porterville, Calif., plant. 
Before being promoted to his most 
recent position in 1957 he was gen- 
eral manager of Rockwell’s States- 
boro, Ga., plant. He joined the 
company in 1936. Mr. Purcelli re- 
places Charles N. Perry who has 
resigned. 


R. A. Purcelli Cc. P. Clements 
Rockwell Buttorff 


C. PAUL CLEMENTS was named 
to the board of directors and 
elected vice president of Phillips & 
Buttorff Corp. He has been with 
the corporation since 1955 and has 
served in various management ca- 
pacities. Presently he is general 
sales manager in charge of all sales 
efforts. M. Louis WAKEFIELD was 
elected vice president in charge of 
manufacturing. He will be re- 
sponsible for all manufacturing ac- 
tivities for the firm. Mr. Wake- 
field joined the company in 1957. 


JOHN F. SANDERS has been pro- 
moted to the position of assistant 
district manager of the Neptune 
Meter Co. He will assist Ira T. 
Collar, the firm’s local district man- 
ager. Operating out of the com- 
pany’s North Kansas City, Mo., of- 
fice, Mr. Sanders will be responsi- 
ble for supervisory assistance in 
directing the sales, distribution and 
service operations relating to Nep- 
tune Meter products in the states 
of Missouri, Kansas, Iowa and 
Nebraska. 


ROBERT D. BUTLER has been ap- 
pointed sales manager—plug valves 
for W-K-M, a division of ACF In- 
dustries Inc. He has had five years 
experience as a sales representa- 
tive for the company. Last year 
he was promoted to assistant to 
the sales manager. 


a 


JAMES H. WILLIAMS, general 
manager of the L. P. gas division 
of the Weatherhead Co., has also 
assumed the increased responsibil- 
ities of manager of export sales, it 
is announced. He has been associ- 
ated with the company since 1949 
and has served successively as a re- 
gional sales representative and divi- 
sional sales manager before his 
appointment as general manager of 
the L. P. gas Equipment division 
last year. 


J. H. Williams 
Weatherhead 


W. T. Brent 

Temco 

The appointment of two sales 
managers and a coordinator of pro- 
motion and advertising is an- 
nounced by Cities Service Oil Co.’s 
Marketing division. A. N. HAENG- 
GI is manager of consumer sales, 
and Harry GOOLD, manager of 
dealer sales. They will assume 
their new duties about April 1. 
The company’s marketing promo- 
tion and advertising are consoli- 
dated under the direction of M. H. 
GLAZER. 


ALBERT Y. WOODWARD has been 
appointed a vice president of Signal 
Oil & Gas Co. He joined the com- 
pany in 1935 and at the present 
time heads Signal’s government re- 
lations in Washington, D. C. 


Hy BRODSKY has been appointed 
public relations director for Allen 
B. Du Mont Laboratories Inc. Mr. 
Brodsky, who joined the company 
in January 1956, has been publicity 
manager. 


PATRICK L. MCMANUs is assist- 
ant manager—marketing division 
and eastern regional sales manager 
of the Worthington Corp. He joined 
Worthington in 1936. He served 
in various sales capacities at the 
corporation’s Seattle and Cleveland 
district offices prior to his appoint- 
ment in 1952 as manager of the 
San Francisco district office. Re- 
placing Mr. McManus as manager 
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of the San Francisco office is 
WILLIAM M. FINE, who for the past 
five years has been serving as man- 
ager of the Minneapolis district of- 
fice. Mr. Fine joined the Worth- 
ington Corp. in 1939. 


JOSEPH LABARBERA has been ad- 
vanced from manager of produc- 
tion to vice president of manufac- 
turing of the J. B. Beaird Co., Inc. 
He joined Beaird as assistant plant 
superintendent in April 1955 and 
was promoted to manager of pro- 
duction Oct. 1, 1957. In his new 
capacity, he will be responsible for 
all manufacturing operations of 
the company’s three plants, in 
Shreveport, La.; Clinton, Iowa, and 
Stockton, Calif. 


J. LaBarbera J. E. Daugherty 

J. B. Beaird Robertshaw 

JOHN E. DAUGHERTY has been 
named sales manager, International 
department, Robertshaw- Fulton 
Controls Co. He joined the com- 
pany in 1949. He was service engi- 
neer of the firm’s Robertshaw 
Thermostat division from 1949 to 
1955. Since 1955, he has been ex- 
port sales engineer in the Inter- 
national department. 


WILLIAM T. BRENT is the new 
manager of Temco Inc.’s wholesale 
division. The wholesale division 
serves dealers in Middle Tennessee 
and southern Kentucky with a 
complete line of gas heating equip- 
ment, air conditioning, and sup- 
plies. Mr. Brent’s responsibilities 
will include supervision of all ac- 
tivities of this division. He has 
been connected with Temco for the 
past six years, serving as district 
manager and sales promotion man- 
ager. 


JOHN E. STREHLE has been ap- 
pointed southern Florida district 
sales manager at Pompano Beach 
and JACK NAJORK has been placed 
in charge of the General Electric 
two-way radio office in Chicago. 
Mr. Strehle was previously com- 
munications engineer for G-E’s 
Communication Products office at 
Tampa. Mr. Najork was formerly 
in charge of G-E two-way radio 
sales in southern Illinois. 
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Epwarp A. LEARY has been ap- 
pointed national sales promotion 
manager for the Norge division, 
Borg-Warner Corp. He will direct 
national planning and execution of 
Norge home appliance promotions 
through 87 distributors. For 12 
years Mr. Leary was associated 
with Chicago and Cleveland adver- 
tising agencies. 


E. W. Murray has been named 
district sales manager for Robert- 
shaw Thermostat division, Robert- 
shaw-Fulton Controls Co., and will 
have his headquarters in St. Louis 
at the company’s new sales office 
at 8135 Forsythe Blvd. He will be 
in charge of marketing the firm’s 
cooking controls. 


E. W. Murray Fred Whisman 
Robertshaw Fisher 


FRED WHISMAN has been ap- 
pointed Fisher Governor Co. L. P. 
gas equipment sales representa- 
tive for Missouri, Kansas, Ne- 
braska and the Mountain States. 
He became associated with Fisher 
in 1954, For the past two years 
he has been territorial representa- 
tive for the company in the Rocky 
Mountain area, with headquarters 
in Denver. 


FLOYD YUDELSON has been ap- 
pointed a sales representative for 
the Weilbilt Corp. in the Los An- 
geles area. He will represent the 
company’s air conditioner line ex- 
clusively to the retail trade. T. H. 
PIPKIN will handle the sales of the 
company’s line of ranges and air 
conditioners, in the Texas terri- 
tory, covering Dallas, Fort Worth, 
Lubbock and Amarillo. Air condi- 
tioner sales through builder dis- 
tributors or to builders directly 
will continue to be handled by 
LILLIAN FERBER. 


The National Ideal Co. has an- 
nounced the promotion of three of 
its sales organization members to 
newly created posts in the company 
sales division. R. E. MAXFIELD, for- 
merly special service manager and 
factory manager, has been ap- 
pointed general sales manager— 
eastern division. LYNN MYERS, for- 
merly district manager of the Ohio 








Dig Ditches at 
Lowest Cost 


ARPS 


TRENCH DEVILS 


Cost Less to 


Own and Operate 


HK Versatile — Digs 2%,” 
wide trench up to 20” deep 
* Fast — Ditches 6’ per minute 
at 20” depth 
I Simple — One-man operation 
He Portable — Easily loaded on pickup 


You can eliminate the slow, cost- 
ly, hand labor of digging L.P. Gas 
lines with the new, low cost Arps 
Model JR Trench Devil. This 
handy tool increases production 
while cutting operating expenses 
—digs 100’ of trench for about 
12 cents! The simple mechanism 
keeps maintenance costs low — 
lightweight, rugged construction 
assures years of profitable use. 
Unique curb attachment available 
for easy digging inside a concrete 
curb. 

For larger jobs the self-propelled 
Model M-A Trench Devil di 
trenches 2%”, 3%”, 4”, 6” or 8” 
wide, up to 6’ deep. Has smooth, 
hydraulic drive for speeds up to 
1200’ per hour. 

Send for more information to- 
day hat = By sy cost 
trenc Arps a 
New Holstein, Wis., Dept. BPN. 


TRENCHERS 
ARPS HALF-TRACKS 
CORPORATION BULLDOZERS 
“wwconm UTILITY BLADES 
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PARACOIL 


LP-GAS 


VAPORIZERS 


DAVIS 
ENGINEERING 
CORPORATION 











the KNOW-HOW 
BOOK for LPG 


* DEALERS 
* SALESMEN 
* SERVICEMEN 


The Bottled Gas Manual has 
been accepted by many com- 
panies as the quickest way 
to acquaint new sales and 
service men with typical 
bottle gas problems. This 
352 page (24 chapter) text 
book brings practical “work- 
ing” facts to your entire 
staff in non-technical lan- 
guage. Nearly 10,000 copies 
in use. 


$4.00 per copy 


We pay postage on orders accompa- 
nied by check or money order. In Cal- 
ifornia add 4% for sales tax. 
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River Valley territory, has been 
named general sales manager— 
western division. GLEN D. OGILVIE 
has been appointed general sales 
manager—Canadian division. He 
has represented the company in all 
the Canadian provinces for a num- 
ber of years. 


D. REx Scott has been named 
assistant general manager of 
Robertshaw-Fulton Controls Co.’s 
Western Research Center in Ana- 
heim, Calif. He has been director 
of planning for the controls firm 
at its Richmond, Va., headquarters. 
Previously, he was district sales 
manager at the firm’s Cleveland 
office. 


Morse G. DIAL, president of 
Union Carbide Corp. has assumed 
the newly created office of chair- 
man of the board and continues as 
chief executive officer. Howarp S. 
BUNN, former executive vice presi- 
dent, has succeeded Mr. Dial as 
president. Mr. Dial has been presi- 
dent of Union Carbide since 1952. 
He joined the company in 1929 and 
became manager of the “Pyrofax”’ 
division in 1930, transferring to 
the Chemicals company in 1934. 
Mr. Bunn joined Union Carbide in 
1922 and became advertising man- 
ager of the “Pyrofax” division in 
1926, 


Max FeEtty, former vice presi- 
dent of Delta Tank Manufacturing 
Co., Inc., Baton Rouge, has joined 
Gillis & Hundemer Inc., Baton 
Rouge advertising and public rela- 
tions agency as a corporate mem- 
ber. As of February 1 the com- 
pany has been known as Gillis & 
Hundemer & Fetty Inc. He was 
named advertising manager of 
Delta Tank in 1950 and was elected 
a vice president of the company in 
1955. 


M. HAYNE HAMILTON has been 
appointed advertising and sales 
promotion manager for the Chat- 
tanooga Royal Co. At the same 
time, STEVEN K. KITE-POWELL, 
formerly field sales manager for 
barbecue grills, was appointed man- 
ager of the Barbecue Grill division. 


RAYMOND V. HAHN, SR., has been 
named president of the Maytag 
West Coast company by action of 
its board of directors. He had been 
operating head of the firm for the 
past year as vice president and 
general manager. In a simultane- 
ous move, RAYMOND HAHN, JR., 
was named by the board to the 


newly-created position of vice pres- 
ident and general sales manager. 
He had been sales manager for the 
southern division of the firm. 


DONALD F. BALL is the new man- 
ager of Ford division’s heavy truck 
sales department. He succeeds 
JOHN F. MCLEAN, JR., who has 
been named executive assistant to 
the regional sales manager at 
Ford’s Midwestern regional sales 
office in Chicago. Mr. Ball started 
with Ford in January 1954 as a 
truck sales engineer. He joined 
the Ford division heavy truck sales 
department when it was formed in 
April 1957 and became supervisor 
of the sales engineering section in 
November 1957. Mr. McLean has 
been with the company since 1946 
and has held various executive posi- 
tions with the truck sales depart- 
ment since 1949. 


C. H. SWANSON has been ap- 
pointed manager of domestic pur- 
chases and sales for Wanda Petro- 
leum Co. He has been associated 
with Anchor Petroleum Co. for the 
past 12 years, resigning as sales 
manager of LPG products. Mr. 
Swanson will relocate in Houston, 
Texas, the home office of Wanda. 


CHARLES R. LAIR is the new 
general manager of Chambers 
Manufacturing Corp. He joined 
Chambers after 17 years with 
Aveo Manufacturing Corp.’s Amer- 
ican Kitchen division. In his new 
position, he will oversee all plant 
operations for Chambers products. 


E. A. MurRAY has been appointed 
manager of the newly combined 
sales and service at the Worthing- 
ton Corp. compressor and engine 
division. Since 1951, Mr. Murray 
has been serving as manager of 
compressor sales. Replacing him in 
his former capacity is EVERETT L. 
CasE. Mr. Murray joined Worth- 
ington in 1935 as a sales applica- 
tion engineer in the compressor 
sales department. In 1937 Mr. Case 
joined Worthington Corp.’s student 
training program. 


Obit 

A. C. HorNER, A. C. HORNER 
Inc., Harrisburg, Pa. — national 
state director from Pennsylvania 
—passed away, February 26. 
HorRNER, 59, died after a brief ill- 
ness. He opened his own store in 
Harrisburg in 1945, having been 
previously associated with Burche 
Co. and Gas Oil Products, Inc. 
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CALENDAR 


Coming events 
in the Industry 


1959 


March 30-31—lowa LPGA Convention 
—Kirkwood Hotel, Des Moines, lowa. 


April 1-3—GAMA Annual Meeting—The 
American Hotel, Bal Harbour, Fle. 


April 1-3—Southeast District LPGA Con- 
vention and Trade Show—Atlanta- 
Biltmore Hotel, Atlanta, Ga. 


April 4—Oklahoma LPGA Mid-term 
Meeting—Western Hill Lodge, Se- 
quoyah State Park, Wagoner, Okla. 


April 6-8—Cuban LPGA Convention and 
Trade Show— Hotel Copacabana, 
Havana, Cuba. 


April 7—Wisconsin LPGA Spring Con- 
vention—Whiting Hotel and Hardware 
Mutuals Bldg., Stevens Point, Wisc. 


April 9-11—Western Liquid Gas Asso- 
ciation Tenth Annucl Convention and 
Trade Show—St. Francis Hotel, San 
Francisco, Calif. 


April 12-13—Nebraska LPGA Annual 
Convention—Hotei Yancey, Grand 


Island, Neb. 


April 12-14—Mississippi LP-Gas Dealers 
Associatien Annual Convention — 
Edgewater Gulf Hotel, Edgewater 
Park, Miss. 


April 15-17—Eastern Canada District 
LPGA Convention and Trade Show— 
Mount Royal Hotel, Montreal, Can- 
oda, 


April 19-20—Kansas LPGA i4th An- 
nual Convention and Business Meet- 
ing—Allis Hotel, Wichita, Kansas. 


April 20-23—Texas Butane Management 
Institute—Sponsored by the Univer- 
sity of Texas—Fort Clark Guest Ranch 
near Brackettville, Texas. 


April 22-24—Natural Gasoline Associa- 
tion of America 38th Annual Conven- 
tion—Baker & Adolphus Hotels, Dallas, 
Texas. 


May 3-6—Liquefied Petroleum Gas As- 
sociation 28th Annual National Con- 
vention and Trade Show—Conrad 
Hilton Hotel, Chicago. 


May 4-6—National Tank Truck Carriers 
Inc. Annual Convention and Tank 
Truck Equipment Show — Shoreham 
Hotel, Washington, D. C. 


May 20-22—Management Course Spon- 
sored by Florida LPGA—University of 
Florida, Gainesville, Fla. 


May 25-26—Montona-Wyoming LPGA 
Joint Convention — Northern Hotel, 
Billings, Mont. 


May 25-26—Midwest L. P. Gas Engine 
School—lowa State College, Ames, 
lowa. 


All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 


May 26—Maryland LPGA Annual Con- 
vention—Lord Baltimore Hotel, Balti- 
more, Md. 

May 30-June 5—5th World Petroleum 
Congress—Coliseum, New York, N. Y. 

June 3-5—Oklahoma LPGA Carburetion 
School—Oklahoma State University, 
Stillwater, Okla. 

June 7-8—Butane-Propane Institute of 
Louisiana Convention—Bellemont Mo- 
tor Hotel, Baton Rouge, La. 


June 7-9—Northwest District LPGA Con 
vention—Portland, Ore. 


June 7-9—Tennessee LPGA Annual Con- 
vention—Gatlinburg, Tenn. 


June 8-10—Missouri LPGA and Illinois 
LPGA Joint Convention and Trade 
Show—Known as the Mo-lll L. P. Gas 
Exposition—Sheraton-Jefferson Hotel, 
St. Louis, Mo. 


June 14-16—Colorado LPGA Conven- 
tion— Colorado Hotel, Glenwood 
Springs, Colo. 


June 14-16—Arkansas LPGA Annual 
Convention. 


June 24-26—Texas Butane Dealers As- 
sociation Convention and L. P. Gas 
Market—Adolphus Hotel, Dallas, 
Texas. 


August 2-4—Kentucky LPGA Annual 
Convention and Trade Show—Ken- 
tucky Hotel, Louisville, Ky. 


August 2-4—Alabama LPGA Annual 
Convention—Birmingham, Ala. 


August 3-5—Oklahoma L. P. Gas Ser- 
vice School—University of Oklahoma, 
Norman, Okla. 


August 9-14—L. P. Gas Service and 
Carburetion Conference — Sponsored 
by the Florida LPGA—University of 
Florida, Gainesville, Fla. 


August 16-I8—Nevada, Idaho, Utah 
—Joint Convention and Trade Show— 
Holiday Hotel, Reno, Nev. 


September 13-15—North Carolina LPGA 
Annual Meeting and Convention— 
Sir Walter Raleigh Hotel, Raleigh 
N. C 


September 17—Pennsylvania LPGA Con- 
vention—Cocoa Inn, Hershey, Pa. 


September 18-19—Florida LPGA Annual 
Convention — Golden Gate Hotel, 
Miami Beach, Fla. 


October 5-7—American Gas Association 
4ist Annual Convention — Conrad 
Hilton Hotel, Chicago, Ill. 


October 8-9—California Natura! Gaso- 
line Association 34th Annua! “all 
Meeting—Huntington-Sheraton Hotel, 
Pasadena, Calif. 


October 12-§4— Northeast Regional 
LPGA Convention and Trade Show 
—Sheraton-Park Hotel, Washington, 
D. C. 





PORTRAIT of a 
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WALDORF pal 
L-P Gas Hot Water Heater 
A.G.A. APPROVED 
Available in round 20, 30, 40, 
50, and 75 Gallon Sizes. Also 
Table Top models. 


Fer the Waldorf Profit Maker 
Story, write to, Dept. 4. 





_, WALDORF 
HEATER COMPANY 


1421 Chestnut St 
Philadelphia 2, Pa 








SEALING 
COMPOUNDS 
Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 


or crumble. Makes all 
assemblies leak-proof 
and pressure-tight. 


Prevents rust, cor- 
rosion, joint seizure. 
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LIQUID WRENCH 


LOOSENS 
rusted bolts, nuts, 
screws, ‘frozen’ parts 

uid Wrench works 


Liq 

fast ...yet is abso 
safe for all metals 
alloys. 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 
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SITUATIONS WANTED 





HELP WANTED—Cont. 





FOR SALE—TRUCKS - TRAILERS - Cont. 











SALES MANAGER FOR LARGE EAST- 
ERN L P Distributor with strong experience 
in retail and dealer development, interested in 
making change. Prefer New England area. 
11 years’ experience in L.P. as well as city 
gas and electric company. Degree in Business 
Administration and some engineering back- 
ground. Will consider sales position with man- 
ufacturer or supplier. Reply Box 15, BU- 
TANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





FAMILY MAN, 38, HAVE 8 YEARS’ ex 
perience with Propane and Butane. Capable of 
setting up a new plant (bulk) including com- 
pressors, motors, pumps, tanks, piping, etc. 
Have State license for both truck delivery and 
appliance service. Wish responsible job in 
Southern Oregon or Northern or Central Cali- 
fornia. Reply Box No. 19, BUTANE-PRO- 
PANE . 198 So. Alvarado St., Los An- 
geles 57, Calif. 





A JUNE GRADUATE OF THE GAS-FUEL 
Department, Southern Technical Institute, unit 
of Georgia Tech, with 10 years’ previous experi- 
ence, desires a position in technical or engineer- 
ing type work. Service obligation fulfilled. 
Married. Will relocate. Write Box 262, 
Chamblee, Georgia. 





POSITION WANTED WITH PROGRES. 
SIVE LP-Gas company. College graduate de- 
sires position with growing LP- Gas concern as 

ger or tant. Good experience in plant 
operation, administrative functions, sales, and 
engineering layouts. Position must offer an 
opportunity for advancement. Reply Box 20, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 








HELP WANTED 





HELP wantae: EXPERIENCED MAN IN 
LPG bottles and bulk. Agency Agreement. 
Better rtunity if has railroad seine and 
wer STRI oP, HX 7 ast A ste Ss. WE 
URNISH EVERYTHING. Tank car mate- 
ral available. Ross leeries Inc., Belleville, 





WANTED — AGGRESSIVE GAS _ APPLI- 
ANCE Salesman with gas fitting experience for 
steady job in pewring community of 2200 in 
State of Washin State age, experience, 
references, etc. coy to Box 11, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





UNLIMITED 
Employment Opportunities 


Servicemen—Installation Men— 
Salesmen—Bulk Plant Managers 


In our fast growing company we have 
many employment situations available for 
those with some experience in the LP-Gas 
Industry. Opportunities for advancement 
are constantly developing. We have over 
90 districts and operate in the east coast 
states from Maine to Florida, and in Ohio, 
Kentucky and Indiana. If you have ex- 
perience in service, installation, selling or 
ulk plant management send me your de- 
tailed employment history, and state the 
general area in which you would be inter- 
ested in being assigned. 


ROBERT GANTERT, 
Personne! Manager 


SUBURBAN PROPANE GAS CORPORATION 
WHIPPANY, N. J. 





pisraipuT ons WANTED. FISK PRO- 
K TRAILER distributorship avail- 
oy wana ge S. Eastern States, Southern 
and North Central (West) States. Reply by 
letter only. Trade reference required. Fi 
Trailer Sales, P. O. Box #3093, Madison 4, 
isconsin. 





WANTED—EXPERIENCED GAS FITTER 
for steady job in growing community «uf 2200 
in State of Washington. State ages = rience, 
references, etc. eply to Box 12, TANE 
PROPANE News, 198 So. esas St., Los 
Angeles 57, Calif. 





BUSINESS OPPORTUNITIES WANTED 


+ fama 7 TO BUY: PROPANE PLANTS 
— 1 to 


re 
y E..F St., 





PROPANE News, 198 
Angeles 57, Calif. 





BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum pro age throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEU MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 








FOR SALE—TWO LP GAS COMPANIES 
in Tllinois. Total cash earnings $82,000.00 an- 
nually. Cash earnings after taxes will retire 
purchase price in 6% years. Total gallons 
2,467,277. Equipment and plants are com- 
pletely modern. Down seymane for both com- 
panies $155,000. Can be purchased separately. 
Federated Petrolerm, Mel Putnam, 3228 Uni- 
versity, Madison. Wis. 





FOR SALE — TRUCKS - TRAILERS 


HAUL MORE PROPANE AND _ LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federal tax on trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single Barrel Payload 
Special of 202B X-rayed material and stress 
relieved. Weighs only 12,890 lbs. completely 
equipped with High Flow Plumbing, Meter, 
Hose, Hose Reel, Fire Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. Increased capacity pump boosts de- 
liveries to 50 GPM. Vapor manifold permits 
easy simultaneous loading and unloading of 
twin tanks with either compressor or liquid 
pump. These ponular, carefully engineered and 
sleek designed Nor-Tex Single and Twin units 
are produced in four attractive models: The 
“Standard”—the ‘Custom’’—the payload ‘“Spe- 
cial” and the “DeLuxe.” That’s not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. Do it profitably and in much less time. 
Phone, wire or write for prices now. NORTH 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 





USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 





FOR SALE: TWO LATE MODEL BUTLER 
single barrel Propane transports, 6608 W.C., 
Reyco tandems, with or without 205 Interna- 
tional tractors. Excellent condition, ready to 
tent gas. Write or call Dixie Gas, Inc., Marks, 
Miss. 





TRANSPORT. 5600 W.C. GALLONS. 250 
Ib. twin barrel 1953 Trinity. Like new paint, 
tires, and tandem. Excellent transportation 
and/or portable storage! Beverly 8-0450. Bob 
a ena 10918 South Western Ave., Chicago 





FOR SALE: 2 PROPANE TRANSPORTS. 
5600 W. Gallons, $3500.00 and $3200.00. Block- 
ton Oil Co., Blockton, Iowa. 





FOR SALE: USED PROPANE TRANS- 
PORT, 6700 water capacity twin barrel. Per- 
fect condition. New drums and lining, com- 
eee new torsion suspension and good rubber. 
egal - all Western States. Will finance to 
right ms $4750.00. Utah Colorado Gas 
Cue, ox vy Vernal, Utah. 





FOR SALE—USED 4400 WATER GALLON 
propane transport. Perfect condition—tandem 
trailer—excellent rubber. A_ real bargain at 
$3,000.00. North Arkansas L P Gas Co., Box 
153, Harrison, Arkansas. 


TRINITY BULK TRUCK UNITS 


In stock, ready for immediate delivery. 
Buy early and avoid steel price in- 
creases. 

Write, wire or phone RAY REEDY 


TRINITY STEEL CO. 
Bn nog Texas 
: FL-7-3961 











DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
nent and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone. 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 














NEED A NEW OR USED 


ont ROPANE BULK TRUCK? 


y don’t you call a» man who KNOWS trucks, 
Niee te TRADE, makes quick delivery, ry BASY 
TERMS, your and 8. ge | 
YOU MONEY. All chess in stock. Hundreds of 
SATISFIED CUSTO —e the World Over. 





Preston Grace 
WHITE RIVER DISTRIBUTORS 
Ph. 570—Batesville, Ark. 





WE SAVE YOU MONEY 
LOOK at this typical SPECIAL 


BRAND NEW 1959 Chev. 2 ton 
with 1800 gal. twin propane tanks, 
PIPED COMPLETE with Viking 
pump, Neptune Printer Meter, 20# 
fire ext., 75’ each filler & vapor 
hoses, ICC lights, full size rear cabi- 
= a controls, READY TO USE— 
0 


$636.00 Down and 36 payments 
of $181.45 including interest. 


You SAVE over $1,000.00 by buying 
instead of leasing. Other sizes (1400- 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, , 








2200 WG) & other makes new trucks 

(at FLEET PRICES) available. WE 

TRADE. We have USED TRUCKS 

& TANKS also. Call me anytime. 
Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph. 570—Batesville, Ark. 
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CLASSIFIED 


ADVERTISING 








FOR SALE—TRUCKS - TRAILERS - Cont. 


FOR SALE—TANKS-CYLS—Cont. 








TRADE WITH A TRADER! 


NEW & USED 
PROPANE TRUCKS 


I'll trade with you on the phone! 
My ONE MAN SALES FORCE (my- 
self) SAVES you the usual 10% sales 
commission, eliminates any mix-up on 
order, delivery date, financing, etc., 
yet this year, as in every year for 
past 10 years, I SELL MORE tank 
trucks than anyone else. If you have 
a trade-in, send me photo and descrip- 
tion. Used and NEW units (1400- 
2200 WG) in stock for delivery NOW. 
EASY TERMS — (10% Down — 36 
Mos. on balance—I carry my own 
paper). DON’T BUY oR. LEASE a 
unit until you CALL ME—Day or 
night. WHO AM I? 
Preston Grace—Ph. 570 
WHITE, tvER DISTRIBUTORS 


ville, Arkansas 














FOR SALE—TANKS - CYLINDERS 


1—18,000 GALLON WATER CAPACITY 
used propane storage tank, 43'2%” overall, 
103” ID, 3” flanged bottom opening, 20” man- 
hole with normal valve openings, ladder, plat- 
form. ACF built 1945. Excellent condition. 
Write Box 21, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 


SIX—1000 GALLON PROPANE STORAGE 
Tanks. Manifolded together, complete with ex- 
cell Flow and Moneil valves, Piping, Strainers, 
Model 60 Corken Pump, with a 3 H.P. elec- 
tric motor. Explosion proof switches, visualizer, 
Hone, and in operation now. Really a nice 
setup. Cost around $4500.00 and hasn’t pumped 
100,000 gallons gas. Loaded on your truck at 
$3000.00. Phone 22, 8 to 5, or 822F13 after 5, 
Lexington, Oklahoma, 


SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


ed yy <4 ‘oe 
Bh. Bo 
" sabe 

















STORAGE TANKS 
Immediate Delivery 
250% WP Propane Storage Tanks, 8,250 WG 
through 12,450 WG; 72” diameter; 10,170 WG 
3 ; 15,200 WG 
throu . Ready for im- 
mediate delivery, our truck a ORDER EARLY 
and AVOID STEEL INCREASE. 
Write, wire or phone RAY REEDY 
TRINITY STEEL CO. 
anergy vexee 
Phone: 








USED 100% ICC PROPANE Cylinders and 
used LPG regulators with housings. Reply Box 
18, BUTANE-PROPANE News, 198 So. Alva- 
rado St., Los Angeles 57, Calif. 





FOR SALE—MISCELLANEOUS 





WANTED—MISC.—Cont. 


WANTED TO BUY: USED 2000 to 5000 WG 
Propane Lae state price tion. Also 
wanted small LPG bottle gas plants with rail- 
road siding with tank car iveries, tank car 
material available. Ross Refineries, Inc., Belle- 
ville, 








EDUCATIONAL SERVICES 





SERVEL GAS REFRIGERATORS 
4 to 8 cu. ft. Used Good Condition 
Some with top freezers 
Send for Prices 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Philadelphia 33, Pa. 
REgent 9-1130 Est'’a i918 











DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229. 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write Ay de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 








LPG HOME STUDY COURSE 
A practical course of study for men 
engaged in service, installation and 
fuel delivery, and others interested in 
the basic fundamentals of LP-Gas. 

Earle A. Clifford 
INDUSTRY TRAINING SCHOOL 
Route |, Farmington, Maine 














PROFESSIONAL SERVICES 








INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 











DECALS MADE FOR TRUCKS, EQUITP- 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, Til. 


BAKER ALCOHOL PUMPS. The sure cure 
for Moisture problems. Hydraulically designed 
to pump alcohol into peopens filled cylinders. A 
must for every LP Gas Dealer. Send $59.95 
for pump complete with fittings. Baker Engi- 
neering, Malone, N. Y 








SERVEL GAS REFRIGERATORS 


S400A—4 cu. ft. 
BN600A—-6 cu. ft. 
S600A—with Cross-top Freezer 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 


196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 














FOR RENT or LEASE 


6,000 to 18,000 GALLON PROPANE STOR- 
AGES for rent or lease. Reply Super Petroleum 
Corp., Box 776, Tulsa, Oklahoma. 








SSS SSS SSS SSS SS SSS SBS SSS, 


WE'LL HELP YOU.... 


(Financing and Installation) 


PROPANE STORAGE PLANTS 

. 6,000-12,000-18,000 and 30,000 
any location except West Coast. 
We'll sell, lease or rent. Immediate 
action! Remember, we’ll finance 
for you. If interested 


Write Box 9, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif 


7 S22 G2e ee 2 eee eee eee aaaaee 
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WANTED—MISCELLANEOUS 


WANTED: USED 100% CYLINDERS, also 
Propane tank truck. Send picture and descrip- 
tion. Trailer Bottled Gas, 4401 E. 14, Des 
Moines, Iowa. 


WANTED: USED BLIMP TRANSPORT in 
excellent condition only, legal for Delaware, 
Pennsylvania, Maryland. Approximately 7000 
Net. Propane. SchagrinGAS Co., Middletown, 
Del. Fr. $2000. 


SEMI-TRAILERS WANTED — SEVERAL 
used Semi-Trailers 4000 U.S.W.G. and wu 
a, rice and particulars to Box 16, BUTAN 

OPAN NE News, 198 So. Alvarado St., Los 
ponnet 57, Calif. 


WANTED—30,000 GALLON USED. tanks; 
will consider 18,000 gallon also. Reply to Mid- 
west Bottle Gas Co., 119 North 3rd Street, 
LaCrosse, Wisconsin. 














LET MY 30 YEARS OF PRACTICAL “LP” 

experience assure you maximum profits. Equip- 

ment revisions, property evalua for sales 

or refinancing, and assistance on 1 suits also 

supplied. ioyd F. Campbell anagement 

gman 821. Crofton Ave., Webster Groves, 
0. 





PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 


New Mexico, Oklahoma and Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. O. Box 1662 Houston, Texas 














BUSINESS RECORDS 





BUSINESS RECORD FORMS. Alte 
WEATHER EZE-SNAP delivery i for 
use when making LP gas metered t de- 
liveries. 1000 sets (3 mag 2 i eagswunes ans ag 
address and telephone. 1000 

Advise make of meter. EGR DAY Svs. 
TEMS, Dept. BP WOODSIDE 77, L. I., N. Y. 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with Pe gee price 
cards, customer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze- Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic Rack, ete. 
Write us for details, no obligation. DEGREE 
DAY SYS TEMS. Dept. BP., WOODSIDE 
77, NEW YORK 
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“These advertisers carry additional information on their 
products in the 1958 Butane-Propane Catalog. 





*ACF industries, Inc. Third Cover Fine Products Co. 
*Aluminum & Bross Co. _ 


Parkhill-Wade 
Firestone Tire & Rubber Co. *Pasley Mfg. & Dist. Co. 
*American Liquid Gas Corp. *Fisher Governor Co. Roe: 0p. Miv.' 4 Gover Goro. 
*American Meter Co., Inc. Fisk Trailer Sales Co. foes sore 2s ag 

F Phillips Petroleum Co. 
Anchor Petroleum Co. Flint Steel Corp. Poweil Co., Wm. 20 
Anco Mfg. & Supply Co. Ford Moter Co. *Pressed Steel Tank Co. Second Cover 
Anderson & Forrester 
Arkia Air Conditioning Corp. Gas Equipment Mfrs. Assoc. Quad, Inc. 


Arps Corporation *General Gas Light Co. Queen Prods. Div., King-Seeley Corp. 


General Processing Corp. 
Grayson Controls Div. Radiator Specialty Co. 
Baso, Inc. Robertshaw-Fulton Controls Co. 

Raznor Mfg. Co. 
*Bastian-Blessing Co., Inc. Griffiths, E. F., Co. Richardson Gasoline Co., Sid 
Ridge Tool Co. 


Hannay & Sons, Inc., Clifford 8B. gr osomang oop aa Ce. 

*Beam Products Mfg. Co. *Hansen Mfg. Co. Rechetier Gennes, tac. 

“Bendix Aviation Corp. *Hardwick Stove Co, *Rockwell Mfg. Co. 
Zenith Carburetor Div. 


Harper-Wyman Co. Gas Products Div. 
Betts Machine Co. 


Beacon Petroleum Co. 
Beaird Co., Inc., The J. 8B. 


*Hones, Chas. A., Inc. 
Blackmer Pump Co. 
Hydro-Therm, Inc. Samuel Stamping & E 
Hee, Fein Ce. *Selwyn-Pacific Co. 
Sheffield Bronze Paint Corp. 


Shell Oil Company 
Brunner Div., Dunham-Bush Co., Inc. *Joh Ges Appliance Co. Siegler Heater Co. 


Johnson Machine Shop *Sinclair Oil & Gas Co. 
*Smith Precision Products Co. 


*Sprague Meter Co. 
*Century Gas Equipment iat Di Squibb-Taylor, Inc. 
Marvel-Schebler Prods. Div. 87 ee Rear Sets, un. Hes. “Sv: 





Brake Manufacturers, Inc. 


Brown Stove Works J & S$ Carburetor Co. 





Stampings, Inc. 
Chattanooga Royal Co. 5 Kosanges, Denmark 


Stewart-Warner Corp. 
*Cities Service Oil Co. _ Suburban Appliance Corp. 


Coleman Co. Fourth Cover *Linde Co., Div. of Union Carbide Corp. 67 
os a WF 

*Columbian Stee! Tank Co. Little, H. C., Burner Co 53 dean: tn, 

Corken's Inc. ~ Locke Stove Co. él Texas Company, The 

Cost Calculator 56 Lubbock Machine & Supply Co. 15 *Texas Natural Gasoline Corp. 


Cribben & Sexton Co. Trinity Steel Co., Inc. 


C Tuloma Gas Products Co. 
rown Stove Co. Madden Brass Prods. Co. 
Magic Chef, Inc. 

*Union Carbide Corp., Linde Co., Div. 
Manchester Tank & Equip. Co. 
Dal-Worth Tank Co. 


Marvel-Schebler Prods. Div., Century Gas 
Davis Engineering Corp. Equip. *Viking Pump Co. 
Day & Night Mfg. Co. Master Tank & Welding Co. 


Dearborn Stove Co. Mi lis-H 





p eywell Regulator Co. 
‘Delta Tonk Mie. C Appliance Controls Div. Waldorf Heater Co. 103 
elta Tan 9. Co. Water Heater Controls Div. Wallace, William, Co. 


Mississippi Tank Co. Metelbestes Olv. = 
k *Warren Petroleum Corp. Front Cover 
Motorola Comm. & Electronics, Inc. *Weatherhead Co., The 3 
Dunham-Bush Co., Inc., Brunner Div. 
Western Tank & Steel Corp. 80 
Neptune’ Meter Co. Whitehead Mfg. Corp., D. W. _ 
White-Rodgers Co. 47 
Wood Mfg. Co., John - 


Dixon Valve & Coupling Co. 


Drake & Townsend, Inc. 


Elgin Softener Corp. Neree, Inc. 
Ellis, Geo. D., & Sons *North Texas Tank Co. 
Ellis Manifold Co. 


*Zenith Carburetor Div. 
*Ensign Carburetor Co. 


Ohio Foundry & Mfg. Co. Bendix Aviation Corp. 
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LPG is aclean, neat fuel...and this gleaming, snow-white 
storage installation reflects that quality. These QC f tanks 
look clean and stay clean because we stee!-grit-blast them 
before the prime coat of paint. 


The attractive appearance of QC f tanks adds to a com- 
pany’s reputation...and it saves money. The paint you put 
on stays on, and stays good looking, for a long, long time 
without repainting. 


You save on the first painting, too, because they’re ready 
for painting when you get them. No need to weather them 
for a year and then prepare them. 


aCf 


AMERICAN CAR AND FOUNDRY 


DIVISION OF ACF INDUSTRIES, INCORPORATED - 


750 THIRD AVENUE, NEW YORK 17, N. Y. ae. 


SALES OFFICES: New York » Chicago + Cleveland + Washington, D.C. « Philadelphia + San Francisco « St.Louis + Berwick, Pa. » Huntington, W. Va. 


Battle Creek Gas Company, Battle Creek, Michigan 


Last but not least, we steel-grit-blast the inside as well, to 
clean off all the mill scale and minimize your maintenance 
problems! 


Grit-blasted surface is only one of all the QC f features, 
to be sure. Others include stress-relieving...complete 
x-ray inspection of all seams (including manway seams) 
... unique one-piece Flued Manway...prices right in line 
with ordinary tanks...prompt delivery in all sizes of 
tank from 2400 gallons to 74,000 gallons capacity. 


Call your nearest ACF sales office: they’ll be glad to give 
you all the information or technical advice you want. 


Storage Tanks for propane, chlorine, 
refrigerant gases—Propane Transports— 
Chemical Transports—Safety Valves. 





Now America’s only bonded line of home heating and air conditioning is bigger and better than ever 











new | Coleman | 


DECORAMA 





the most beautiful room heater in the world 


Color-keyed to any home — Exclusive front Decorator 
Panel* for unlimited choice of color harmony. Circulat- 
ing warmth with specially engineered heating chamber; 
large, one-piece top grille. Heats up to two rooms — 
*May be replaced with 20,000 BTU input through drilled-port cast iron burner. 
ls ie Sahara Sand or Safe-Cool Cabinet directs more heat into warm air 
bn i gg stream for extra comfort... extra safety. Vented and 
in complementary color. 4 G A approved. Backed by Coleman’s exclusive $500 
Bond! Write for prices, specifications: 


The Coleman Company, Inc.. Wichita 1, Kansas 





